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Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 

Unexcelled Policies—Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. 


’ Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 








Wilmer L. Moore, President 
All policy contracts have been revised as to rates and values. 
Non-Participating plans become Participating at the end of twenty years. 
Now offering Participating as well as Non-Participating contracts. 
Juveniles from thirty days to sixteen years. 
Writing Sub-standard and issuing Double Indemnity and Disability. 
Available territory for men of character and ability. Address 
E. S. Albritton, Vice-President and Manager of Agencies 


The Southern States Life Insurance Company 
ATLANTA, GEORGIA 
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FIFTEENTH ANNUAL STATEMENT 


Security Mutual Casualty Company 


December Thirty-First, 1927 
ASSETS 
Bonds and Stocks (Market Value) 
Real Estate 
Accrued Interest on Investments 
Cash in Bank and Offices 
Premiums in Course of Collection. . ; 
Deposit with Workmen’s Compensation Board, 
Province of Manitoba 


LIABILITIES 
Net Special Reserve for all Liabilities 
Unearned Premiums 
Reserve for Taxes and Expenses 
ae Premium Refund declared (not 


$8,836,340 .00 
30,000 .00 
115,425 .82 
504,365 .39 
414,381.71 


2,127 .50 
$9,902,640 .42 


$6,421,739 .36 
628,771 .62 
42,982.75 


99,146 .69 
2,710,000 .00 


9,902,640 .42 
Unabsorbed Premiums Returned to Pol- $ 
$8,700,000 .00 


icyholders (in cash) over 
Fundamentally Right Economically Operated 


Financially Sound 


HENRY W. IVES & COMPANY 


75 FULTON STREET NEW YORK 
UNDERWRITING MANAGERS 
FOR THE UNITED STATES 
FOR EXCESS AND REINSURANCE 


OUR FACILITIES 
Treaty or Facultative and or for Automobiles, General and 
levator 
Workmen’s Compensation 
Fidelity and Surety and Robbery 
lary, Theft and Larceny 
ersonal Reeene and Health 
eae oy including Liabili 
rope amage including Lia ity 
aoe Catastrophe 








Thirty Two Years 
OF 


Personal Service 


Has gained the confidence of 
our policyholders and enabled us 
to build an organization of which 
everyone connected with it is 
mighty proud. 


THE GLOBE GROWS 
GREATER, SAFER, AND 
BETTER EACH YEAR 


THE GLOBE MUTUAL LIFE INSURANCE 
COMPANY OF CHICAGO 


T. F. BARRY, Founder 


POSE BARRY DIETZ WILLIAM J. ALEXANDER 
President Secretary 
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Writing Casualty Insurance 
Fidelity and Surety Bonds 


Home Office: DAVENPORT, IOWA 








This Bank and the 
Underwriter 


Our cooperation has produced results. 


Long and extensive experience in 
Insurance Trusts on the part of our 
officers has often enabled underwriters 
who have consulted us to complete im- 
portant sales that hung in the balance. 


The Insurance Trust and its applica- 
tion to the facts of the particular case 
may be the deciding factor. It may 
mean the difference between success and 
failure. It has often proved so. 


We welcome the opportunity to con- 
fer and collaborate without cost or obli- 
gation on the part of the underwriter. 


National Bank of Commerce 
in New York 


TRUST DEPARTMENT 
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7— (nk UP()) WITH THE ()LINCOLN) 








ABRAHAM LINCOLN, 
wise economist, with a finan- 
cial vision far beyond his time, said 
in a speech at Springfield, in 1889, 
that “money is only valuable while it 
is in circulation.” He stressed the 
social value of money AT WORK. 


This is sound economics to- 
day. ‘The banks, trust com- 
panies, and insurance institutions 
whose great financial resources must 
be kept at work, earning their inter- 
est, are in a very real sense, public 
gervants. 


The Lincoln National Life 


Insurance Company has 
a public spirited conception of 
all phases of its work. Its 
financial departments keep the 
immense funds intrusted to it 
at work, helping here a progres- 
sive farmer to till the land, and 
there a city dweller to buy and 
gradually pay for his home. 
Listen to our chief executive in 
charge of loans: 


“The Lincoln National Life Insur- 
ance Company has a strong sense of 
trusteeghip, which insists that its 
funds be invested in such a way that 





they will not only be absolutely safe, 
that they will not only be immediately 
available the instant needed to pay 
claims, but also that they will do their 
utmost in the people’s service,” 
Daniel B. Ninde, 

Vice President. 

The Lincoln National Life Insurance 
Company. 


More than mere efficiency 
is demanded of the money 
deposited by Lincoln National 
policyholders. Public service is 
demanded also, This service spirit 
penetrates every department of 
The Lincoln National Life, where 
cashiers and clerks, officers and 
actuaries, executives and all staff 
members work as a unit with this 
fine conception of their common 
task. 


The LNL fieldmen have a 
similar fine conception of 
their work, of their responsi- 
bility to their policyholders, and 
to the people... When a man of 
that type is found, he is gladly 
welcomed into the fellowship 
of LNL fieldmen, and with the 
welcome come opportunity, sat- 
isfaction and unusual rewards. 


THE LINCOLN NATIONAL LIFE INSURANCE COMPANY 
Ft. Wayne, Indiana : 
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ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point 
of company and service. Think it over: 


Any accidental death 
Certain accidental death 


Accident Benefits $50 per WEEK (non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the 
hands of a progressive agent and we invite you to 
give serious consideration to the United Life 


“Policy You Can Sell.” 


There may be an opportunity in your town. Our 
Vice President, Eugene E. Reed, will tell you all 
about it. Write him direct—and directly. 


UNITED LIFE 


INQUIRE! 


Concord, 
New Hampshire 











Tue Spectator is published every Thursday by The Spectator Company, at 13 William Street, New York, N. Y. Entered as second-class matter June 28, 1879, 


at the postoffice, New York, N. Y., under the act of March 8, 1879. Tue Sprcrator, Volume CXX, Number XIV, April 5, 1928; $4.00 per annum. 














HE SPECTATOR 


SEEKS JUSTICE FOR 
AVIATORS 


Metropolitan Life Wants Review of 
New York Ruling 


WANTS AUTHORITY FOR RIDER 


Plan Would Make It Possibe to Insure 
Aviators Against Death Except from 
Airplane Accidents 
The tremendous interest in aviation developed 
during the past year has made the problem of 
life insurance protection for aviators one of 
such importance that the Metropolitan Life 
Insurance Company has taken steps to have one 

phase of the subject judicially determined. 

Claiming that a ruling of the New York 
Insurance Department is a disadvantage to avia- 
tors applying for life insurance, the Metropoli- 
tan has secured a certiorari order from the 
Supreme Court in Albany directing Superin- 
tendent of Insurance James A. Beha to appear 
in court for a review of his interpretation of 
the law. The hearing will be held in the Ap- 
pellate Division, in Albany. 

The contention of the company is that it 
should be possible for professional and amateur 
aviators to obtain insurance against the ordi- 
nary hazards, at regular rates. 

The suit is a friendly one, and the question 
at issue revolves around the right of the insur- 
ance company to insert a restrictive rider in 
life insurance policies issued to “persons engaged 
in aeronautics other than as fare-paying pas- 
sengers,” which would limit the company’s lia- 
bility to the reserve on the policy, in event of 
death as a result of an airplane accident. The 
full amount would be paid for death from any 
other cause. 

To obtain a ruling, the company submitted 
its proposed rider to Superintendent Beha for 
approval; and when the application was denied 
on the ground that it was contrary to the pro- 
visions of the New York law for the company 
to refuse to pay a death claim for a cause ex- 
cepted in the policy, after the second year, the 
court action followed. 

In the Metropolitan’s petition for the cer- 
tiorari order, which was verified by President 
Haley Fiske and presented by Leroy A. Lincoln, 
general counsel, it is stated that: 

“Numerous individuals are engaged in aero- 
nautics, either as a pastime or as a profession 
in this country, and that commercial aviation, 
with regular passenger routes, promises soon to 
be established here as in Europe; that the risk 
of death incident to aviation is wholly unknown 
because there is as yet no experience available 
as to such risk; and that the only course avail- 
able, in order to afford to persons engaged in 
aeronautics, either as a pastime or as a profes- 

(Concluded on page 6) 


FIRE WASTE COUNCIL 


Philadelphia Wins Grand Prize for 
Preventive Work 


AWARDS IN MAY 


Lewis E. Pierson, George W. Booth, D. J. 
Price, W. W. Ellis and Others 
Among Speakers 

Wasuincton, D. C., April 2—A _ reduction 
of $12,000,000, or 14.8 per cent, from the aver- 
age fire loss for the preceding five years was 
made by the 329 cities combining in the 1927 
fire waste contest, according to reports sub- 
mitted to the National Fire Waste Council at 
its semi-annual meeting March 29 at the United 
States Chamber of Commerce. 

Philadelphia, Grand Rapids, Mich.; Greens- 
boro, N. C.; Durham, N. C.; and Fremont, 
Mich., were the winners of the contest in their 
respective classes, Philadelphia being awarded 
the grand prize for the best showing regardless 
of class. The awards will be made at the an- 
nual meeting of the national chamber of com- 
merce to be held in Washington in May. 

The council was welcomed to Washington 


by Lewis E. Pierson, president of the cham- 
ber, in a brief address strongly commending the 
participating organizations for the excellent 
work which is being accomplished. The fire 
waste contest, he declared, is “a movement 


that has unlimited possibilities. It has had such 
an appeal that already more than 600 of our 
member chambers of commerce have seen fit 
to join with you in it. These commercial or- 
ganizations now recognize fire prevention as 
one of their main civic responsibilities.” In 


1927, he pointed out, for the first time in a num-’ 


ber of years, the total fire loss in the United 
States was decreased. Undoubtedly, he de- 
clared, the efforts of the council were in no 
small part responsible for this result. 

By unanimous vote, A. T. Bell of Atlantic 
City was selected chairman of the meeting, and 
after a brief word of thanks called for the re- 
ports of committees. 

The agricultural committee will meet in Chi- 
cago late in May for the purpose of formulating 
a program for the coming summer, it was re- 
ported by D. J. Price. The committee has pre- 
pared a comprehensive textbook on agricultural 
fires and fire fighting, and is now seeking the 
best method of securing wide distribution. The 
committee has made a number of radio talks and 
exhibits at agricultural exhibitions. It was 
pointed out by Mr. Price that two recent devel- 
opments deserved consideration, the spontane- 
ous combustion hazard in barns, brought to the 
forefront from the burning of barns in Ver- 
mont following the flood, during the drying 
out of the hay, and the burning of the soil in 


(Concluded on page 16) 
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PLATE GLASS RATE 
REDUCTION 


Cut of 25 Per Cent Ordered in New 
York 


STATEMENT BY SUPERINTENDENT 
JAMES A. BEHA 


Situation in California and Illinois to Come 
Before Bureau Men in May 


James A. Beha, Superintendent of Insurance 
for New York, has ordered a reduction of 25 
per cent in plate glass insurance rates in that 
State. This follows his order to discontinue 
the experience rating plan for plate glass risks 
which had been introduced by the National 
Bureau of Casualty and Surety Underwriters 
and which, as a competitive gesture, had also 
been adopted by the subscribers to the Moore 
Bureau. The investigation conducted by the 
New York department resulted in a decision 
to the effect that the experience rating plan in 
this connection was discriminatory and accord- 
ingly, just at the beginning of the present year, 
it was ordered discontinued. The rate reduc- 
tion was originally ordered for April 1, the or- 
der subsequently being changed to read May 1. 
Superintendent Beha’s notice said: 

On December 27, 1927, Superintendent of In- 
surance James A. Beha ordered the plate glass 
insurance companies to discontinue the use of 
their plate glass experience rating plan and to 
remove the unfair discriminations which were. 
found to exist as the result of such plan. 

By reason of this order, the W. F. Moore 
Plate Glass Bureau and the National Bureau 
of Casualty and Surety Underwriters were re- 
quired to justify the level of plate-glass insur- 
ance rates in the State of New York. From 
the data submitted it was found that a reduc- 
tion of 25 per cent from the existing rate level 
is reasonably safe, and accordingly both the 
Moore Bureau and the National Bureau have 
been required to make such 25 per cent reduc- 
tion, effective as of April 1, 1928. Incidentally, 
such reduction will make the rates in the State 
of New York comparable (so far as profits are 
concerned) to those existing in a number of 
localities in the United States, notably Chicago, 
Detroit and Los Angeles, where a systematic 
payment of excess commissions exists. 

The rate cut in plate glass premiums in New 
York in no way affects the situation in Cali- 
fornia and Illinois. A committee composed of 
members of the W. F. Moore Plate Glass Bu- 
reau and the plate glass division of the National 
Bureau of Casualty and Surety Underwriters 
held a meeting last week to decide on a plate 
glass rate cut of 35 per cent in Illinois and 25 
per cent in California which had been urged 
by some as a method of effectively meeting the 
competitive conditions which have arisen in those 
States because of the “fifty-fifty policy and the 
mutuals’ activities. The upshot of the commit- 


(Concluded on page 21) 
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R. FREDERICK L. HOFFMAN, con- 
sulting statistician of the Prudential In- 
surance Company of America, in continuation 
of his investigations into the hazards of avia- 
tion for insurance purposes, intends this summer 
to make an extended trip by air to the Pacific 
Coast and back. Dr. Hoffman will fly from 
New York to Chicago, then to Salt Lake and 
San Francisco, then north to Seattle. He will 
continue his air journey from Pasco, Wash., to 
Salt Lake, then to Los Angeles, San Diego and 
Tucson, Ariz. There being no passenger air 
connection between that point and Kansas City, 
he will continue from St. Louis by air to Chi- 
cago, then go to Cincinnati and Detroit, and 
possibly Minneapolis, returning by way of 
Cleveland, Buffalo and Boston. The journey 
will be made in co-operation with about a dozen 
air transport companies and include all the es- 
sential facts of flying experience. 
*x* * * 
RTHUR H. REDDALL, associate editor 
of Equitable Agency Items, agency organ 
of the Equitable Life Assurance Society of 
the United States, has a clever slogan on the 
front cover of the current issue. It is “Buy 
and buy Equitable endowments and annuities for 
bye and bye.” 
* * x 
HE American rage for organization has, 
it seems, no limits. The first national con- 
ference of the American Association for Old 
Age will be held in New York soon. The 
discussion will center around a legislative pro- 
gram for those States not having an old age 
pension law. Some bright life insurance sales- 
man ought to stand outside the door and peddle 


annuities. 
E J. BERLET, manager at Philadelphia 
* for the Guardian Life Insurance Com- 
pany, will keep open house at his offices on 
April 10, which day marks the sixty-eighth 
birthday of the Guardian. The office will be 
open from 8:30 a. m. to 9:00 p. m. and every- 
one who stops in wil® be rewarded. No at- 
tempt will be made to sell life insurance. Visit- 
ors are asked to contribute only their attend- 
ance. 


x « * 


* * * 


IR JOSEPH BURN, general manager and 

actuary of the Prudential Assurance Com- 
pany of London, and president of the Institute 
of Actuaries, will arrive in New York city 
on the “Carmania” probably about April 23. 
Sir Joseph will only be a week in this country, 
expecting to visit Canada for an exterided 
journey to the Pacific Coast. He has not been 
in this country since 1903 when he attended the 
International Actuarial Congress held in New 
York city. Sir Joseph is well known to a 
large number of American insurance officials 
who at different times have visited the Lon- 
don Prudential. He will be entertained by the 
Prudential Insurance Company of America. 


HE interest manifested in the new Ford 
automobile is matched, in a few minds, by 
interest in the possibilities of a “flivver” aero- 
plane. Recently, Mr. Ford was quoted in the 
daily papers as having said: “Unless people 
know how to fly, it is useless to talk of mass 
production of planes. Until a large number 
of persons do know how to fly, they will re- 
quire pilots and, consequently, larger planes.” 
On the face of it, that statement would seem 
to imply that the only thing necessary to quan- 
tity manufacture of low-priced aircraft is to 
have many prospective purchasers qualify as 
pilots. It seems to me, however, that, while 
Mr. Ford’s comment may be true enough, there 
is another angle to the subject. 
a 
O-DAY, when the average man thinks of 
an aeroplane, he visualizes something that 
costs at least $10,000 if not more. Naturally, 
such a price is entirely beyond his means and 
his mental reaction is probably like this: “Why 
should I spend money to learn to fly, when 
even if I qualified as a pilot, I could not 
possibly afford a ‘plane?” Take all the war- 
time pilots who are now about thirty years 
of age and who are still physically fit and are 
more than willing to continue flying; can they 
buy aeroplanes at $10,000 or moré? They can- 
not; but they would and could pay from $2000 
to $5000 for aircraft if suitable purchase plans 
were arranged and if a satisfactory aeroplane 
could be obtained at that price. By satisfactory, 
I mean an aeroplane which would have a low 
upkeep cost, low depreciation, high stability 
factor, sufficient speed, simple yet sturdy me- 
chanical design, dual seating capacity, etc. 
er ee 
F some manufacturer could produce an aero- 
plane of the general foregoing specifications, 
it is probable that thousands of people would 
think to themselves: “Why not learn to fly? 
I can afford this low-priced aeroplane and as 
soon as I have qualified as a pilot I will buy 
one and use it.” It does not appear to me that 
the slight danger element would operate as any 
universal deterrent. The public is beginning to 
realize that all this “danger talk” about flying 
is, to put it mildly, bunk. Accidents will hap- 
pen anywhere and everywhere, and it is prob- 
able that the introduction of a low-priced aero- 
plane would result, temporarily, in a higher 
accident frequency than is now the case; but we 
are already killing some 24,000 persons each 
year with automobiles and yet this fact does 
not curtail the manufacture and sale of cars. 
* * x 
HAT flying, under correct conditions and 
with adequate licensing of pilots, is a safe 
proposition is conclusively proved by govern- 
ment statistics covering the year 1927 which 
show that in the Federal air mail service there 
was one fatality for 1,413,381 pilot-passenger 
miles, while in general air transport operations 
there was one fatality to 1,413,330 miles. 
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“SMOKE” 








cane 


D2 you get a chance to run through THE 

SPECTATOR on Thursday or are its con. 
tents ancient history by the time a mangled 
copy is relayed to your desk? Printers’ Ink has 
an article on routing business papers by a sys- 
tem whereby everyone in the organization— 
from the president to the truck driver—gets 
the benefit of them while they’re still news. 
“Some companies” the articles states, “encour- 
age individual subscriptions among employees, 
and sometimes pay for the subscriptions. This 
is one way of solving the problem and a good 
one.” That, of course, is the best way of solving 
the problem, and one which will make every. 
body—company, employee and publisher—very, 
very, happy. But if a single copy is to sup- 
ply a large office, it is well to adopt a system 
of circulatiun so that, in the words of the 
article mentioned, “a publication is never held 
up by a busy executive; it is never forgotten 
on someone’s desk; all department heads and 
other interested employees are assured of equal 
opportunity to read every publication, and val- 
uable ideas are thus placed before those in an 
organization who can make the best use of 
them.” 

* * * 


T is good news to hear that Clarence C. 

Fowler, who is a special deputy of the 
New York Insurance Department in charge of 
the liquidation bureau, has become a member 
of the faculty of St. John’s College School of 
Law in Brooklyn, where he will give both grad- 
uate and undergraduate instruction in insur- 
ance practice. Judging from the funny things 
that go on in the New York courts, it would 
appear that a number of Metropolitan barris- 
ters, like the little boys whose parents withhold 
proper sex instruction from them, pick up 
their dope in the gutter, so to speak, from dirty 
youngsters who were born wise. 


* * * 


T is reported that opportunities to write ex- 
plosion insurance in certain sections of a 
prominent Midwestern city which shall be name- 
less are manifold. Don’t be too grateful for 
the tip. 
* * * 


NEW skyscraper now pushing its way up 
among the spires of New York’s Roaring 
Forties is to be called the Mussolini Tower. 
Why not rechristen the Greater Insurance Ex- 


change Building in Chicago the Giannini 
Tower? 
* * * 
A MOVEMENT is on foot to change 
“Mother’s Day” to “Parents’ Day.” Ordi- 


narily I would be glad to see Father get a break 
but I think I detect conniving between the 
American Florists Association and the United 
Cigar Stores. ‘Father, dear father, come home 
to me now, the clock in the steeple’s struck 
twelve’—Say it with Seegars. 
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LIFE INSURANCE AND AVIATORS 

Y a test suit, said to be friendly in 
B nature, the Metropolitan Life Insur- 
ance Company is endeavoring to win ap- 
proval in New York of a policy rider to 
be used in connection with aviators which 
would make the company liable in case of 
death from ordinary pursuits for the full 
amount of the policy but only for the re- 
serve in case of death while acting in the 
capacity of an aviator. Mr. Beha does 
not believe such a rider legal but is will- 
ing to have the matter settled in court. 
The Metropolitan Life believes avia- 
tors are entitled to insurance against any 
ordinary hazards, but does not yet feel 
that it can properly assume the air risks 
ata normal rate. Entirely aside from the 
technical principles involved it will prob- 
ably prove advantageous to aviation if 
the courts approve the plan. It has been 
claimed that life insurance actuaries have 
not yet learned to properly classify avia- 
tion risks and that in fact commercial 
aviation as now carried on is safer than 
travel by automobile. In an address be- 
fore the Tri-State Life Insurance Con- 
gress at Philadelphia recently, William 
B. Stout, of the Stout All-Metal Air- 
planes, quoted some remarkably interest- 
ing figures tending to prove this argu- 
ment. In evident sincerity he said that 
he felt much safer in one of his planes 
than in an automobile on the ground. He 
did, however, sharply differentiate be- 
tween modern commercial flying and army 
or stunt work, which still remains highly 
dangerous in his opinion. It seems fairly 





obvious that under the plan of the Metro- 
politan, actuaries would in the course of 
a few years begin to accumulate mortal- 
ity data on such classes which would in- 
dicte the true trend, if it were properly 
classified. Dr. Frederick L. Hoffman 
has been for some time engaged in an 
exhaustive study of the dangers of avia- 
tion from a mortality standpoint and so 
far has done a tremendous amount of 
flying. He does not regard it as danger- 
ous and is apparently in favor of discard- 
ing the theory that it is an exceptional 
hazard. There seems to be an undercur- 
tent of opinion to the effect that insur- 
ance, life and otherwise, has not kept 
abreast of recent development in avia- 
tion. It is more likely that changes have 
come so fast as to make it next to im- 
possible for executives to adopt a settled 
policy and many of them are willing to 
wait a while longer until they can do so 
with the prospect of developing a profit- 
able and stabilized business for their com- 
panies. Meantime the action of the Me- 
tropolitan Life, if upheld, will enable Mr. 
Stout and others to get protection at 
ordinary rates while they are on dan- 
gerous ground and while they are in the 
air they are safe from harm anyhow. It 
ought to satisfy everyone. 





| @ another column is presented the in- 
teresting comment made by The 
Evening World, New York, upon the 
article entitled The Homicide Record of 
1927, by Dr. Frederick L. Hoffman, 
which recently appeared in THE SPEcTA- 
Tor. In this article The World states 
that: “Law violations are not thought the 
disgrace they once were. While the 
Doctor does not say so, he evidently 
thinks this due to the existence of the 
law which millions violate constantly and 
without shame.” Another important rea- 
son why the homicide record runs so high 
in this country is the fact that there is no 
capital punishment here. True, there are 
laws providing for capital punishment, 
but they are practically inoperative. Many 
people express themselves as opposed to 
capital punishment and advance the plea 
that in States where laws providing for 
such punishment exist, the fear of them 
has no effect in deterring murderers. In 
fact statistics show, as stated, that there 
is practically no capital punishment in the 
United States. The president of a 


5 


prominent organization for the investiga- 
tion of crime has recently been carefully 
studying statistics on this subject. He 
finds that in the case of each 106 persons 
indicted in the United States for murder 
but one person is sent to the electric 
chair, whereas in Great Britain three out 
of five expiate their crimes. Everyone of 
each average group of 106 persons in- 
dicted for murder expects to escape elec- 
trocution and 105 of them are right. 





FIRE PREVENTION INDIVIDUALIZED 


LTHOUGH fire insurance com- 

panies have for many years spent 
a great deal of time, effort and money 
endeavoring to promote fire prevention 
and fire protection, there seems to as yet 
have been little attention paid to it from 
an individual standpoint. It is not too 
often that even an insurance agent, as an 
individual, takes it upon himself to keep 
informed as to the trend of the fire insur- 
ance loss ratio in his particular com- 
munity, or to do anything about it if 
he does. Colonel Walker Taylor, of 
Wilmington, North Carolina, one of the 
best-known local agents in the South, re- 
cently addressed a combined meeting of 
the fire and policemen of that city, in an 
effort to bring about increased efficiency 
and to reduce an unfortunate loss record 
there. The report of the meeting, as 
given in a local newspaper, says: 


Although mindful of the fact that the life of 
the fireman is one of hazard the Colonel said 
they accepted this condition in becoming mem- 
bers of the department and must put this danger 
out of their minds, meeting their duty fairly 
and fully with orders of their superior officers 
obeyed quickly and fully. He is inclined to 
think that both departments are too small to 
cope with big situations. Also he thinks slight 
salary increases would help toward the desired 
efficiency and advised that he expects to appear 
before the city council at an early date and urge 
that the commissioner of public safety be given 
more money for the operation of these depart- 
ments. In his opinion the departments referred 
to have been slowly deteriorating over a long 
number of years and will, of course, require 
time for the rebuilding process. And because 
of this he thinks plans toward this end should 
be put into effect immediately. 


The Colonel has attacked the problem 
from a sound angle, and it is probable 
that conditions in Wilmington, North 
Carolina, will improve in the future. 
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Seeks Justice for Aviators 

(Concluded from page 3) 
sion, life insurance which will serve to protect 
against all hazards except those of aviation, 
without the charge of an additional premium, 
prohibitive in amount, is one under which the 
policies may be issued with exclusion from cov- 
erage of death resulting, directly or indirectly 
through service, travel of flight in any species 
of aircraft; that it was distinctly brought out 
that the use of said proposed rider, in connection 
with a life insurance policy, is to be limited to 
those engaged in aeronautics as a pastime or as 
a profession, and that no such limitation was 
proposed to be applied to policies of individuals 
using aeronautic transportion merely as fare 
paying passengers.” 

In discussing the case, Mr. Lincoln said: 

“This suit has been commenced for the pur- 
pose of securing a decision of the court as to 
the correctness of the ruling of the Superin- 
tendent of Insurance in refusing to approve the 
use, in the State of New York, of a rider de- 
signed to enable life insurance companies to 
afford life insurance protection to professional 
and amateur aviators without unfairness to their 
other policyholders. The attitude of the Insur- 
ance Department for the past ten or fifteen 
years has been that, under the law, no pro- 
vision could be made in connection with a life 
insurance policy, which would limit beyond 
the first two policy years, the amount to be 
payable in case of death arising out of avia- 
tion. No such limitation is applied to-day or 
is intended to be applied in the future by the 
Metropolitan at least, as to death in the case 
of a fare-paying passenger, and persons who 
hold our policies need have no concern as to 
their insurance, except where special restric- 
tions may be included in the policy because of 
their participation in aviation as pilots or as 
owners or operators of aeroplanes. 

“However, where an application for life in- 
surance discloses that the applicant does partic- 
ipate in aviation, either as an owner or an 
operator, the present state of the mortality statis- 
tics indicates that companies must either refuse 
such insurance, charge an extra and somewhat 
prohibitive premium, as a few companies do, 
or make provision excluding the aviation risk 
from that to be covered by the policy. It is 
this latter exclusion which the present suit 
seeks to enable the companies to include in 
their policy provisions. 

“Tf the decision of the court is favorable to 
the contention of the company, the Metropoli- 
tan Life Insurance Company and other life in- 
surance companies will be in a position to 
afford life insurance protection to those in- 
dividuals, rapidly increasing in number, who 
own and operate their own aeroplanes and to 
the professional pilots and to the Reserve Of- 
ficers in the United States Air Service, who 
also, are unable to secure ‘insurance excepting 
from those few companies which charge a 
rather large extra premium.” 


We Lead in Murders 


In an interesting article in THE Specraror, 
an insurance journal, Dr. Freerick L. Hoff- 
man, consulting statistician of the Prudential 
Life Insurance Company, presents some start- 
ling figures and makes some pointed observa- 


tions on the homicide record of the United 
States. We like to think and speak of our- 
selves as the most enlightened of nations, but 
we appear, from the record, to be a murderous 
lot compared with Italy, Russia or England. 
And the year 1927 witnessed an increase in the 
number of murders over the year preceding. 

Dr. Hoffman is impressed by the fact that 
while law-enforcement organizations are more 
numerous and blatant than ever, the increase in 
murders does not appear to interest them at all. 
They are concentrating on the enforcement of 
the law against drinking beer. The law- 
enforcement agencies, he finds, are devoting 
more thought to that than to the more serious 
crimes, such as the taking of human life. 
“Neither the President nor the Governors in 
their annual addresses,” he says, “have laid 
stress upon our lamentable position as regards 
homicides, which are not decreasing.” 

There is nothing remarkable in the figures 


showing more murders in Southern than jp 
Northern cities. The very large negro popy. 
lations, with quick tempers, in these Southern 
cities is explanation enough. The statistician 
finds that “every element in the Nation” js 
represented in the list of murderers. 

The reason? He dismisses the charge of jn. 
efficiency on the part of the police with the 
opinion that they are as effective as any in the 
world. He thinks the ease with which utterly 
irresponsible and vicious people may get fire. 
arms explains in part. But the real cause he 
finds in “the changing character of the Amerj- 
can people.” This is worth considering. Law 
is not respected as it once was here. Law yio. 
lations are not thought the disgrace they once 
were. While the doctor does not say so, he 
evidently thinks this due to the existence of 
the law which millions violate constantly and 
oe shame.—The Evening World, New 

ork. 
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Thought and Understanding 


Here 1s a truth the life insurance salesman-would do well 


All men with responsibilities think, at 
some time, of insuring their lives. If 
any of them fail to do so it is because 


they do not understand all its ad- 


That, in the final analysis, is the job of 
the salesman—to enlighten the un- 


insured and underinsured. 


The Prudential’s Ordinary Agencies, 
located in all larger cities, are pre- 


pared to give efficient service to 


The Prudential 
Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 
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GETS CHAMBER APPOINT= 
MENT 


Terence F. Cunneen Succeeds James 
L. Madden 








INSURANCE MANAGER FOR CHAMBER 
OF COMMERCE 





New Appointee Is Third Deputy Superin- 
tendent of Insurance of New York— 
Has Lectured Before Insurance 
Society Classes 
Terence F. Cunneen, a deputy Superintendent 
of Insurance of the State of New York, has 
been appointed manager of the insurance de- 
partment of the Chamber of Commerce of the 
United States, succeeding James L. Madden, 
who resigned recently to become third vice- 
president of the Metropolitan Life Insurance 

Company. 

Rollin M. Clark, who served as 
manager under Mr. Madden. will continue in 
the department as assistant. 

Mr. Cunneen’s appointment was announced 
by Lewis E. Pierson, president of the National 


assistant 





TERENCE F. CUNNEEN 


Chamber, who, said the new manager would 
take up his duties some time during the month. 

Mr. Cunneen, who is 37 years old, is a gradu- 
ate in law of the New York Law School. He 
began practice of his profession in New York 
city in 1912. During the World War, however, 
his practice was interrupted while he served with 
the Naval Reserves. He resumed practice after 
the war, but in 1922 became secretary to Robert 
S. Johnstone, judge of the Court of General 
Sessions of the City of New York, and the 
next year was appointed secretary to Edward 
J. McGoldrick, justice of the Supreme Court 
of the State of New York. 

In August, 1924, Mr. Cunneen, was named 


deputy Superintendent of Insurance of the State 
of New York. 

Mr. Cunneen is a member of the New York 
County Lawyers’ Association; the Insurance 
Society of New York; the Knights of Colum- 
bus and the Xavier Alumni Society. He has 
served for the last few years as a member: of 
the Casualty Lecture Committee of the Insur- 
ance Society of New York, and has delivered 
lectures on State supervision and the kinds of 
insurance companies. The Insurance Society 
has published articles by him on State Super- 
vision of Casualty Insurance and Kinds of In- 
surance Companies—stock, mutual and recip- 
rocal. During the last three years Mr. Cunneen 
has attended many of the sessions of the Na- 
tional Convention of Insurance Commissioners 
and has participated in their deliberations. 

Mr. Cunneen’s duties in the Insurance De- 
partment of the State of New York have been 
of a legal nature and his prior experience quali- 
fied him for his duties in the department. While 
in the department he has represented the super- 
intendent on various occasions and has actively 
participated in the work of the department. He 
has conducted numerous hearings in relation to 
insurance companies, brokers, agents and public 
adjusters. He has appeared before legislative 
committees in connection with amendments to 
the Insurance Law and to various other laws of 
the State of New York affecting the insurance 
business. As deputy superintendent he has had 
charge of the preparation of the proposed 
amendments to the insurance law submitted by 
the New York Insurance Department. 


F. B. PAULSEN APPOINTED 
Succeeds Late George C. Keefer as Comp- 
troller of Mutual Life 
The Mutual Life Insurance Company of New 
York announces with regret the decease of 
George C. Keefer, comptroller, on March 21, 
in Miami, Fla. Mr. Keefer had been in poor 
health for several months and was in the South 

to recuperate. 

Mr. Keefer entered the employ of the com- 
pany in a clerical capacity in 1892. He was 
made a secretary January 1, 1919, and was ap- 
pointed comptroller on March 1, 1924. He was 
a man of. attainments, thorough and painstak- 
ing, and he was genial and affable. The com- 
pany has lost an efficient official, and the home 
office people have lost a man who had their re- 
spect and liking. 

On March 28 Frank B. Paulsen, assistant 
comptroller, was appointed as Mr. Keefer’s suc- 
cessor. Mr. Paulsen joined the company in 1890 
in the accounting department. He became audi- 
tor July 1, 1918, and was made assistant comp- 
troller on January 1, 1925. Mr. Paulsen is a 
man of conspicuous ability in his profession, 
and the company feels itself fortunate in his 
election to fill the important office of comp- 
troller and takes pleasure in announcing the 
appointment. 


CONTINENTAL LIFE 
REPORT 


St. Louis Company Examination 
Revealed 








MANY REFORMS INDICATED 





Company Has Added to Capital and Sur- 
plus—Accident and Health Business 
Thoroughly Revised 


St. Louis, Mo., March 30.—Through the sale 
of 25,000 shares of $10 par value capital stock 
at $20 a share and a reorganization of its acci- 
dent and health department, the Continental Life 
Insurance Company of St. Louis, Mo., has not 
only removed all the objectionable conditions 
revealed by the recent examination of the com- 
pany by the Missouri Insurance Department, but 
to-day is in a much stronger financial position 
than it has ever been according to Ed. Mays, 
president of the company. The company’s com- 
bined capital and surplus in relation to insur- 
ance in force will compare very favorably with 
any company in the country Mr. Mays claims. 

The report of the examination of the Conti- 
nental Life revealed that on December 31, last, 
it had $500,000 capital and $89,054 in surplus. 
This surplus had decreased from a balance of 
$259,425 as of December 31, 1926, while direct- 
ors of the company contributed $250,000 to sur- 
plus during the year to offset a loss of $400,341 
in the accident and health department. This loss 
had been accumulated over a period of years but 
was charged off in full during 1927. 

The sale of the new stock has increased the 
company’s capital to $750,000, which added to 
the $89,054 surplus gives it $839,054 for the 
protection of policyholders in addition to the 
legal reserves. The extra $250,000 obtained 
through the sale of the new stock was used to 
retire the mortality certificates given to the 
directors when the $250,000 was advanced. The 
payment of these certificates releases the com- 
pany from a pledge of 25 per cent of its mor- 
tality profits on the life business made when 
the certificates were issued. 

The company through a reorganization of its 
accident and health department and other 
changes in its official family has decreased its 
annual payroll approximately $45,000, while the 
cancellation of ¢he contract with George L. 
Baker & Company of Dayton, O., to sell travel 
and pedestrian policies to newspapers, maga- 
zines, firms and welfare associations eliminates 
a charge of 22 per cent against the annual pre- 
miums in that department. The premium in- 
come -from such business is now $800,000 an- 
nually and a 22 per cent saving on that volume 
equals $176,000. During the latter part of Sep- 
tember the Continental sold its commercial 
accident and health business in Pacific Coast 
and other Western States to the Washington- 
Fidelity National of Chicago. That business 
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is said to have been very unprofitable to the 
Continental but should prove desirable for the 
Chicago company because of its organization on 
the territory affected. 

Despite the economies effected by President 
Mays the Continental has increased its busi- 
ness compared with last year. 

The company’s mortality ratio in 1927 was 
55.08 per cent, compared with 57 in 1926, while 
the net rate of interest earned was 4.7 per cent, 
compared with but 4.4 per cent in 1926. The 
accident and health loss ratio in 1927 was 94.5 
per cent but through a revision of the benefits 
included in its accident policies the company 
should greatly reduce that percentage this year. 
The most important change made in the acci- 
dent policies is on the newspaper policies, the 
principal sum paid for death through an acci- 
dent while riding in an automobile under such 
policies being out from $2500 to $1000. The 
experience of the company has been that 80 per 
cent of mortality benefits under the newspaper 
policies was reflected in the automobile deaths. 

The estimated reduction in the loss ratio in 
the accident and health department under the 
revised policies may total 30 per cent. The 
company has already changed practically all of 
its newspaper policies and within a few months 
the 30 per cent saving should be 100 per cent 
effective. 

Commenting on these improvements in the 
handling of the Continental’s accident and health 
business, the report of the Missouri examiners 
reads: “It may be clearly seen that only the 
future can tell whether the present reductions 
will be sufficient to ultimately render the acci- 
dent department profitable, in view of the 
changes and when consideration is given to the 
constantly increasing loss ratio.” 

The report shows that the ledger assets on 
December 31, 1926, included $500,000 capital ; 
life department assets $10,815,503.97, and acci- 
dent and health department assets $398,347.09, 
while on December 31, 1927, the total were: 
Capital, $500,000; life department admitted as- 
sets $12,683,211.85 and accident and health ad- 
mitted assets were $413,448.04, compared with 
life department liabilities of $11,661,680.00 and 
accident and health department liabilities $845,- 
926.35. Non-admitted assets of thé life depart- 
ment totaled $207,170.58 and those of the acci- 
dent and health department $76,114.62. 

The company issued $17,019,943 in new life 
business last year and closed the year with $93,- 
526,419 insurance in force. 

Eight of the thirteen directors of the Con- 
tinental Life are also directors of the Grand 
National Bank of St. Louis, of which Mr. Mays 
is also president. 

The examiners criticized the large balance 
kept by the company in the Grand National 
Bank but President Mays stated that this bal- 

ance enables the company to pay its claims 
promptly and also to effect a considerable sav- 
ing through the elimination of exchange ordi- 
narily charged on no-par points by leading 
banks. 


Three Managers’ Schools for April 
Three four-day schools will be held during 
April by the Life Insurance Sales Research 





3ureau. The Cincinnati school will begin on 
April 10 and last for the usual four days. The 
Pittsburgh school will meet on April 18. It 
is sponsored by the local managers’ associa- 
tion. On April 30 the school at Greensboro, 
N. C., will commence. All three of these 
schools will be under the direction of John 
Marshall Holcombe, Jr., manager of the 
Bureau, assisted by other members of the 
Bureau staff. 


Takes New Offices 
PHILADELPHIA, PENNA., April 2.—The Provi- 
dent Mutual Life moved into its new home-office 
building at 46th and Walnut streets on Satur- 
day, taking formal possession of the new struc- 
ture on Monday, April 9. 


Announces Instruction Course 


A course of instruction has been announced 
by Lewis and Gendar, Inc., general agents of 
the Brooklyn National Life Insurance Com- 
pany to start Monday, April 9 at the Brooklyn 
office of the firm, 153 Montague street. The 
sessions will begin at five o’clock on each Mon- 
day and Thursday thereafter during the month 
of April and will be in charge of George H. 
Holden, manager of the life insurance depart- 
ment, who conducted the first class in life in- 
surance established in Newark last winter by 
the Extension Division of Rutgers University. 

The idea is to introduce the policies and sales 
plans of the Brooklyn National to agents and 
brokers who are interested and extend the ser- 
vice rendered. 
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industrious, persistent, satisfied 
and happy?” 


COMPANY 
346 Broadway, New York 
Darwin P. Kingsley, President 





New York Life Agents Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 


@ This is the largest total secured by Nylic 
Agents in any year in the Company’s 
history, exceeding their record for 1926 by 


$27,000,000 


@ The Company’s total insurance in force on 
1927, was over Six and a 
Quarter Billions, viz., 


$6,285,800,000 


@] In their service to the public, Nylic Agents 
continue to prosper and to forge alead to 
greater achievements. 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
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New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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SIMON CASADY DEAD 
Was One of Founders of Bankers Life 
Company, of lowa 

Des Mornes, Iowa, March 30.—Simon Cas- 
ady, treasurer of the Bankers Life Company 
and one of the company’s founders, passed away 
at his Des Moines home on Sunday, March 25. 
He had served continuously as officer or director, 
or both, of the Bankers Life Company since its 
organization in 1879. 

Mr. Casady died after an illness of more than 
seven months caused by heart disease. His con- 
dition was also complicated by an attack of 
double pneumonia during the last few weeks of 
his illness. Mr. Casady would have been 76 
years of age on June 16 of this year. 

In 1879, when the late E. A. Temple came to 
Des Moines to interest business men in an or- 
ganization that would provide life insurance 
protection for the families of Iowa bankers, it 
was Simon Casady and his father, the late 
Judge Phineas M. Casady, who gave their sup- 
port in the founding of what is now,the Bankers 
Life Company. Both Mr. Casady and his father 
were associated in the banking business in Des 
Moines, and it was in the director’s room of 
the Des Moines Savings Bank that the two 
Casadays, with Mr. Temple, drew up the Ar- 
ticles of Incorporation on July 1, 1879. Mr. 
Temple became president, Simon Casady, sec- 
retary, and Judge Casady, a director. 

A year later Simon Casady succeeded his 
father on the board of directors and served con- 
tinuously as a director until his death. When 
his banking career demanded much of his time, 
he gave up the secretaryship of the company 
but returned to the official staff a short time 
later as treasurer, in which office his service 
was also continuous until the day of his death. 

Mr. Casady is survived by his wife, Mrs. 
Carolyn Rose Casady; a daughter, Mrs. Rose 
Casady McDougall of Los Angeles, and three 
sons, the Rt. Rev. Thomas Casady, bishop of 
Oklahoma; Philip M. Casady of Los Angeles, 
and Simon Casady, Jr., of Des Moines. 

Funeral services were held at 4 o’clock on the 
afternoon of Tuesday, March 27, from St. Paul 
Episcopal Church, where Mr. Casady had served 
as vestryman, treasurer and trustee. Interment 
was in the family vault in Woodland cemtery. 


To Hold Managerial Conference in St. 
Louis 


Second Vice-President George K. Sargent 
announces that the Mutual Life Insurance Com- 
pany of New York will hold a conference of 
its Middle Western Division Managers in the 
Coronado Hotel in St. Louis on April 10, 11 
and 12. 

Mr. Sargent states that the conference will 
be in the nature of round-table discussions. Sub- 
jects of specific concern in connection with 
the territory in charge of the attending man- 
agers and subjects of general interest pertain- 
ing to the company and to life insurance as an 
institution will be discussed. Conservation will 
have special attention. 

President David F. Houston, who takes a 
deep interest in field matters, will be present 
at the conference to meet the managers and will 
deliver an address at the dinner. 
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Assets Now in Excess of $1,700,000,000—Dividends Total $65,539,000 for 1928 


IS THE LEADING INDUSTRIAL INSURER 





First in Industrial Production and Insurance in Force Is Remarkable Record of Newark 
Company Which Has Over $11,500,000,000 Insurance Outstanding 


A business organization is a living thing. 
Prudentially managed with honesty as its best 
policy, with a beneficent interpretation of its 
contracts its motivating principle, a human and 
benevolent recognition of every man’s cares, 
and America its field of endeavor, such a com- 
pany soon excels in all those qualities which 
it may have in common with inanimate objects. 
So it is that “strength,” and “sound- 
ness” have now far greater significance when 
applied to the Prudential Insurance Company of 
America than when applied to the Rock of 
Gibraltar, which has so long symbolized the 
company. This recognition of the ascendency 
of the living Prudential as being the standard 
for greater strength is the triumph of an ideal 
practicalized and should be a matter of pride, 
not only to its leaders but also to everyone who 
in a small way participated in the company’s 
splendid growth. This juxtaposition in the 
recognition of greater strength as applied to the 
two symbols reflects, too, the advanced ideals of 
50 years which have been transferred from 
massive dominance to humanitarian sentiments. 

The fifty-second annual statement of the Pru- 
dential Insurance Company of America for the 
year ending December 31, 1927, is a development 
of fifty-two years of conscientious application 
of those high ideals, founded on the noblest 
human attribute, love, which has made life in- 
surance the greatest business in the world. 

The statement indicates that during the past 
year millions of policyholders took advantage of 
the protection offered by this company and in- 
sured their lives for over Two Billion Six Hun- 
dred Millions of Dollars. This is a gratify- 
ing fact for all who are interested in the growth 
of the Prudential, whether they be officer, agent 
or policyholder. Other high lights of outstand- 
ing achievement noted from a review of the an- 
nual statement are the increase in premium in- 
come of over $46,000,000, the extraordinary sum 
of money paid to policyholders in dividends to- 
taling $62,000,000; the excess of income over 
disbursements, of some $211,000,000, which was 
added to the assets of the company ; the increase 
of over $217,000,000 in admitted assets, and the 
accretion in surplus funds, etc., by $17,000,000, 
including net contingency reserve of over $1,- 
000,000, to more than $124,000,000. With com- 
bined industrial and ordinary insurance writings 
of over $2,608,000,000 the company closed the 
year with over $11,660,000,000 of insurance out- 
standing on over 32,000,000 policies. 

The statement as of the year ending Decem- 
ber 31, 1927, shows that during the past year 
the company had a total premium income of 
$417,554,230. Of this amount $155,435,089 
was received from the ordinary department 
and included $24,686,571 of new premiums and 
$130,748,518 of renewal premiums, and $262,- 
119,141 was industrial premiums. Total inter- 
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ests and rents amounted to $83,065,494. Other 
income, amounting to $12,561,524, brought the 
total income of the company up to $513,181,248. 
The total amount paid to policyholders dur- 
ing 1927 was $195,039,455. Of this amount 
$78,938,222 (including $1,304,579 paid for ad- 
ditional death benefits) was paid in death 
claims; $8,365,875 for matured endowments; 
$6,318,799 for total and permanent disability ; 
$620,222 for annuities; $38,586,418 for sur- 
render values, $62,087,045 as dividends to 
policyholders, and $122,874 accident and health 
business. Over 270,000 death claims were paid 
by the company during the year. Agents of 
the company may well answer in a forceful 
manner the old objection to life insurance that 
you must die to win by showing that living pol- 
icyholders receive $117 out of every $195 paid 
out to policyholders by the company, and of this 
amount $62 is in dividends, while the balance 
was $78 in death claims. Taxes paid by the 
company amounted to $10,945,850, or over 5 
per cent of the total amount paid policyholders. 
Other disbursements, including salaries, com- 
missions, and other management expenses, were 
$95,899,580 and made the total disbursements 
$301,762,013. The excess of income over dis- 
bursements was $211,419,235, of which stu- 
pendous sum about 40 per cent of the total in- 
come, and almost 50 per cent of the premium 
payments, were laid by for the further protec- 
tion and ultimate benefit of policyholders. 
On December 31, 1927, the company’s aggre- 
gate admitted assets amounted to $1,789,266,620, 
a gain of over $217,000,000 over the corres- 
ponding item in 1926. These assets have been 
judiciously and wisely invested in a _ con- 
servative class of securities which yield a de- 
sirable interest income, a sum which last year 
practically paid the entire expenses of man- 
agement. The leading assets are first mortgage 
loans on real estate totaling $864,364,903, and 
represent about 50 per cent of the total invest- 
ments of the company. A survey of this invest- 
ment focuses attention on the service rendered 
policyholders by the Prudential in thus making 
available their resources to the individual home 
borrower. In 1927 the company loaned $20,- 
796,984 in twenty-eight different States on farm 
properties and had at the end of the year 33,753 
of such loans covering $199,948,710 in thirty- 
one States. $186,307,491 was loaned on city 
and other improved property in thirty-nine 
States and Canada and had at the end of the 
vear 94619 of such loans aggregating $664,- 
416,193 in forty-three States and Canada, while 
the total number of loans was 128,372. The 
average amount of the farm loans was $5,924 
and the city and other property $7022, while 
the average of all loans was $6733. A study 
of this summary must impress a policyholder 


(Concluded on page 13) 
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The 


Progressive 
Company 


Missouri State Life by its consistent 
growth and high Service ideals 
wins distinctive title 


hie ‘twelve years from a hundred 
million to three quarters of a 
billion of insurance in force! And 
despite its outstanding record of 
gains for 1927—its record year— 
the Missouri State Life has closed 
the first two months of 1928 with 
an increase in its written business 
’ of 12.7% over the first two months 
of last year. 


The Company's — remarkable 
growth and vitality is the result 
of its high conception of service, 
its sound financing program and 
its complete multiple line of in- 
surance. 


Aggressive life insurance men 
like Missouri State Life under- 
writing methods. Prompt, effi- 
cient handling characterizes every 
detail of the Company's dealings 
with its representatives and its 
policyholders. It offers progressive 
service new policies, new 
sales ideas, new selling helps. 


Exceptional opportunities are 
open to good men in any of the 
forty states where the Company 
operates. Write for Agency pro- 
posal. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Home Office, St. Louis 
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Missouri STATE LIFE INSURANCE: Co. 


St. Louts 


Send me your agency proposal 
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Name and Location of Company Year 


Acacia Mut., Washington, D.C.. 1927 
eee 1926 
‘aetna Life, Hartford, Conn..... = 
26 

Amer. Central, Indianapolis, Ind. 1927 
1926 

Atlantic Life, Richmond, Va.... 1927 
‘ 1926 

Bankers Life, Des Moines, Ia..,. 1927 
1926 

Bankers Life, Lincoln, Neb..... 1927 
1926 

Bankers Reserve, Omaha, Neb... 1927 
926 

Berkshire Life, Pittsfield, Mass.. 1927 
1926 

Central Life, Des Moines, Ia.... 1927 
1926 

Columbian Nat’l, Boston, Mass.. 1927 
i 1926 

Conn. General, Hartford, Conn.. 1927 
1926 

Conn. Mutual, Hartford, Conn.. 1927 
1926 

Equitable Life of U.S., New York 1927 
1926 

Equitable Life, Des Moines, Ia... 1927 
1926 

Fidelity Mut., Philadelphia, Pa.. 1927 
1926 

Franklin Life, Springfield, Ill.... 1927 
1926 

Great Southern, Houston, Tex... 1927 
1926 

Guardian Life, New York....... 1927 
1926 

Home Life, New York.......... 1927 
1926 

International Life, St. Louis, Mo. 1927 
1926 

Intersouth’n Life, Louisville, Ky. 1927 
1926 

Jefferson Std., Greensboro, N. C.. 1927 
1926 

John Haacock, Boston, Mass.... 1927 
1926 

Kansas City Life, Kans, City, Mo. 1927 
1926 

Life & Casualty, Nashville, Tenn. 1927 
1926 

Life Ins. Co. of Va., Richmond.. 1927 
1926 

Lincoln Nat’l, Ft. Wayne, Ind... 1927 
1926 

Mass. Mutual, Springfield. ..... 1927 
1926 

Metropolitan Life, New York... 1927 
iS 1926 
Minnesota Mut., St. Paul, Minn.. 1927 
1926 

Missouri State, St. Louis, Mo... 1927 
1926 

Mutual Benefit, Newark, N. J... 1927 
1926 

Mutual Life, New York........ 1927 
1926 

Mutual Trust, Chicago, Ill...... 1927 
j 1926 

Nat’! Life, Vt., Montpelier, Vt... 1927 
1926 

National Life, U.S. A., Chicago.. 1927 
1926 

New England Mut., Boston..... 1927 
a 1926 
New York Life, New York...... 1927 
1926 

Northwestern Mut., Milwaukee.. 1927 
1926 

Pacific Mut., Los Angeles, Cal... 1927 
1926 

Pan-American, New Orleans, La. 1927 
1926 

Penn Mutual, Philadelphia, Pa.. 1927 
1926 

Phoenix Mut., Hartford, Conn... 1927 
: 1926 
Provident Mut., Philadelphia.... 1927 
1926 

Prudential, Newark, N.J....... 1927 
1926 

Reliance Life, Pittsburgh, Pa.... 1927 
3 1926 
Security Mut., Binghamton, N. Y. 1927 


1926 


TRANSACTIONS OF LIFE INSURANCE COMPANIES 


The figures presented herewith have been supplied officially to The Spectator Company by the Life Insurance Companies named for 


Total 
Admitted 
Assets 


$ 
23,169,881 
19,067, ;908 
338, 746, 659 
300, 408, 821 
14,890,902 
13,862,503 
19,116,224 
17,379,966 
103,615,054 
90,713,613 


31,247,235 
28,705,153 
18,917,370 
17,838,786 
42,068,143 
39,580,855 
26,264,991 
23,224,251 
35,913,959 
32,887,599 


_ _~ 677 


156° B74 '328 
141, 414, 891 


966,825,151 
369, 604, 875 


70,865,041 


24,027,510 
21,688,991 
23,265,446 
19,990,934 
62,498,431 
56,743,395 
62,384,219 
57,756,218 
43,186,431 
40,083,276 


14,616,515 
14,034,948 
40,410,350 
35,841,808 
451,006,878 
407,959,757 
48,780,042 
44,027,758 
7,803,271 
6,234,937 


56,237,990 
51,533,559 
43,392,422 
37,180,245 
289,729,273 
258,813,264 


15, 209, 1022 


80,262,888 
70,554,897 
442,239,995 
451,468,234 
861,924,834 
798,152,134 
20,185,583 
17,575,714 
113,617,893 
104,983,702 


53,144,115 
30,528,624 
200,776,766 
184,438,202 
1,491,076,822 
1,267,065,866 
690, 182,136 
728,766,311 
132,273,479 
117,113,076 


20,310,931 
18,185,525 
367,994,584 
339,245,369 
113,378,351 
101,327,824 
204,160,394 
188,724,133 
1,789,266,620 
1,572,185,485 


48,073,578 
41,977,994 
16,524,562 
15,225,579 


11, 144, "408 
aa; 621, 226 


9,179,314 
8,528,863 


2,677,010 


10,308,779 

9,350,239 
18,558,351 
15,124,977 


100,349,767 
94,169,460 


7,586,828 
1, 228, 885 


46, 098, 983 
5,121,972 


1,634,627 


8,761,110 
8,512,340 
4,622,427 
4,420,858 
23,049,444 
21,274,959 
210,098,022 
175,587,153 
2,007,572 
1,741,110 


for 659, 126 
93, 279, 018 
1,528,046 
1,293,563 
211,006,271 
09,817,364 


5,064,124 
4,310,003 
24,226,288 
22,264,850 
a1,194,156,994 
161,559,284 
*873,027,694 
*83,546,417 
15,371,848 
13,086,714 


§42'964,797 
§40,681,529 
9,510,747 
8,833,818 
422,819,983 
u20,349,261 
h114,386,552 
h108,964,821 


4,196,299 
3,830,979 
717,081 
711,600 


Premiums 
Received 
in ae 


6,927,565 
5,997,026 
70,823,628 
61,722,371 


25, 355, 274 
3,660,853 


5,652,312 


23,999,018 
20,858,555 
23,753,518 
21,150,082 


199,642,583 
178,670,690 
16,239,340 
14,930,184 
13,373,817 
12,326,477 


5, 425, 186 


9, 753, 301 


8,408,134 
3,223,996 


3,318,238 


11,422,989 
10,737,318 
13,285,806 
11,705,810 
52,209,074 
46,193,149 
524,159,490 
482,461,692 
4,332,697 
3,764,455 


19,724,802 
17,704,170 
68,987,470 
68,987,470 
145,041,698 
133,622,630 


18, 328,012 
16, 910, 791 


6,826,947 
4,692,127 
32,715,399 
29,931,797 
237,884,298 
216, 925,735 


23,720,256 
21,619,163 


4,819,487 
4,537,639 
58,142,503 
52,389,173 
20,658,290 
17,928,225 
30,446,356 
28,686,197 
419,995,698 
373,643,875 


12,043,618 
11,235,143 
3,418,204 
3,290,423 


II 


30, 180, ,593 
5,245,287 


7,593,531 


29,550,499 
25,975,361 
32,773,238 
28,762,647 


250,891,037 
228,594,415 
21,223,397 
19,275,145 
17,678,025 
16,425,492 


16, 038, 108 
14,466,778 
13,202,310 
12,278,701 
10,925,612 
10,890,160 


4,022,844 
3,918,899 
12,243,482 
11,262,947 
117,743,440 
105,715,578 
12,242,582 
11,399,217 
3,869,012 
3,652,092 


14,545,057 
13,622,934 
16,088,126 
13,572,862 
70,710,484 
63,240,917 
640,519,875 
587,401,756 
5,264,958 
4,669,016 


24,400,376 
22,108,965 
93,757,962 
93,757,962 
186,871,682 
173,629,399 
5,814,915 
5,321,259 
24,168,591 
22,489,307 


31,658,054 
6,212,249 
43,807,318 
39,512,751 
314,624,498 
287,771,264 
157,259,138 
147,265,761 
31,260,869 
28,252,847 


6,057,522 
5,627,204 
80,571,388 
72,595,268 
28,663,090 
23,768,534 
40,950,491 
38,642,752 
511,400,370 
452,723,553 


14,592,838 
13,372,595 
4,271,017 
4,138,917 


(Concluded on following page) 


Total 
Payments 
to Policy- 

holders 
in Year 
$ 


2,275,554 
1,928,843 
38,453,580 
35,978,991 


13,976,736 


112,698,189 
111,814,863 
7,534,244 


8,393,252 
2,489,126 


3,879,391 
1,915,329 


48,537,074 
42,830,228 
3,992,121 
3,318,506 
749,7 
652,694 


4,112,136 
3,852,772 
5,464,320 
= 151,188 
549,453 

36. 073, 412 
233, 623, 359 
205,548,695 


9,674,680 
8,139,872 
49,769,892 
49,769,892 
101,320,093 
97,522,759 


12,811,364 
4,741,952 


12,458,089 
10,951,724 


1,958,353 
1,790,681 
39,178,246 
37,706,444 
11,601,397 
10,079,976 
19,757,369 
18,912,612 
194,916,582 
164,578,180 


5,323,242 


Total 
Disburse- 
ments 
in Year 


3,368, 783 
55,165,379 
53,038,266 

3,577,004 


a 
Ber 
ee 
% 
© 


5,690, 721 


16,253,281 
15, 156,046 

20,868,989 
19,296,999 


157,885,172 
156,754,910 
12,095,225 
10,700,499 
12,291,469 
11, 475, 805 


9,965,327 
06 


7,604,470 


3,526,575 
2,622,423 
7,883,6 


7'240,998 
76,222,363 
68,292,871 


10, ,120, 720 
8, 253,60 608 
41,032,524 
36,503,728 
372,210,680 
343,642,201 
3,293,342 
3,294,223 


16,041,269 
13,780,670 
62,954,006 
62,954,006 
130,020,220 
125,592,239 
'319,793 
2,881,119 
16,375,878 
16,822,934 


12,474,006 
4,904,819 
27,960,855 
24,185,173 
189,285,100 
186,474,864 
106,552,083 
98,240,225 
19,648,876 
17,389,347 


259, 692,902 


8,877,852 
7,886,138 
3,087,422 
3,286,253 


the year 1927. The figures for 1926 are inserted for purpose of comparison: 


New Busi- 
fess Paid 
for in 
Year (In- 
cluding 

Revivals) 


$ 
61,309,170 
53,879,159 
901,174,039 
966,792,044 
56,110,731 
64,674,650 
26,585,421 
25, 614,586 
167,375,218 
158,333,502 


16,041,753 
14,585,217 
28)321,518 
26,733,336 
25,513,816 


35, 822, 914 
34, 890, 429 
38,222,087 


222,043,435 
232,242,985 
117,391,545 
108,416,339 


828,815,983 
843 


56, 043, 412 
55, 053, 944 


43,627,269 
45,001,631 
45,583,225 
52,362,779 
72,159,246 
71,790,809 
45,971,713 
43,860,822 
89,898,732 
53,814,434 


35,024,623 
20,027,624 
67,788,961 
70,630,577 
599,562,951 
549,190,406 


109,973, 664 
115,656,668 


87,077,345 
79,983,461 
144,553,428 
131,424,008 
268,925,306 
232,480,151 
3,221,598,539 
3,011,775,150 
33,676,872 
30,858,516 


204,763,512 
179,542,912 
245,369,131 
245,369,131 
503,286,774 
508,240,067 
28,512,358 
27,890,548 
73,250,800 
73,037,087 
7159,471,785 
25,588,473 
137,490,202 
127,801,463 
946,213,818 
917,411,850 
354,264,715 
348,047,753 
93,363,913 
94,427,632 


39,906,646 
41, 113, 353 

- 215, 842,049 
215,174,510 


2,608,432,140 
2,380,831,947 


64,588,101 
71,742,833 
21,552,055 
25,769,243 


Whole 
Amount 
in Force 
at End 
of Year 


$ 
264,258,116 
226,276,746 
3,226,688,735 
2,931,020,467 
220,595,725 
212,438,399 
148,365,887 
138,525,869 
841,964,002 
909,479,363 


124,927,562 
117,405,042 
118,048,735 
110,347,052 
192,902,715 
181,059,229 
175,163,171 
169,801,504 
212,843,554 
204,523,522 


940,725,117 
849,803,817 
743,051,468 
673,851,781 


$4,673,139,768 


4,250, 903,241 . 


528, 091,611 
475,449, 171 
366,286,022 
343,055,376 


201,354,817 
191,560,326 
173,882,223 
162,828,433 
373,838,773 
332,980,959 
323,136,605 
301,744,243 
309,115,719 
268,154,222 


122,822,663 
106,583,845 
322,059,129 
300,164,776 
2,764,331,561 
2,511,098,102 
369,602,966 


138,306, 624 
126,795,774 


333,180,868 
312,738,604 
514,159,430 
460,499,883 
1,609,837 ,403 
1,433,385,074 
14,803,785,790 
13,498,981,627 
145,585,288 
132,612,443 


757,369,613 
670,919,561 
2,082,028,221 
2;082,028,221 
3,762,898,499 
3,515,355,080 
;299 


499, 361, 1313 


291,208,226 
170,783,146 
1,023,263,402 


3, 499, 028, 125 
3, 303,842, ‘471 
667,079,906 
628,535,911 


164,192,054 
155,592,638 
1,690,584,711 
1,584,288,506 
507,128,287 
473,238,197 
858,428,295 
888,3 


, , 34 
11,660,520,071 
10,525,873,653 


380,582,793 
356,128,608 
105,552,361 
100,475,857 


Gain in 
Amount 
in Force 
in Year 


37,981,370 


14,595, 691 
5,361,667 
14, 318, pons 
'320,0 
12,631, 438 


90,921,300 
108,420,953 
69,199, 687 
65, 081, 551 


422,236,527 


24,724,352 
9,794,491 


40, 857, '814 
42,114, 1355 
21,392,362 
20,406,228 
40,961,497 

5,239,680 


16,238, a8 


252,633,459 
279,621,239 
26,762,032 
35,233,494 
11,510, 850 
23, 029, 705 


10,766, 788 
86,450,052 


259, 739, 327 
11,375,494 


065,286 
33,378,094 
37,230,462 


120,425,080 


195,185,154 
203,085,893 
38,543,995 
42,286,164 


8,599,416 


24,454,185 
33,310,213 
13,145,611 
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Concerning the International 
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10. 


Splendid territory still available for the right men seeking 


INTERNATIONAL LIFE INSURANCE CO. 


FACTS! 


Life Insurance Co. 


During 1927 the International Life Insurance 
Company paid for $89,898,877.00 of new insurance. 


Made a gain of $40,961,497.00 of insurance in force; 
closing the year with $309,115,719.00 of business on 
the books. 


Increased its total admitted assets from $40,083,- 
275.56 to $43,186,431.27. 


Increased its Reserves and Surplus to Policy- 


holders from $38,848,664.29 to $41,412,383.47. 


Increased its Dividends on Participating Policies 
for the fourth consecutive year. 


New Policy Forms—New Rate Book. 
Juvenile Policies now issued Participating. 
Group—Wholesale—Association Plans. 


Free Supervisor Assistance in General Agency 
Building. 


A Company willing to pay the price required to 
give Service. 


General Agency Connections 


ST. LOUIS, MO. 
ROY C. TOOMBS, President 


W. F. GRANTGES, First Vice-Pres., & General Mgr. of Agents 
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TRANSACTIONS OF LIFE INSURANCE LIFE COMPANIES 


Total 
Admitted 

Name and Location of Company Year — 
State Mutual, Worcester, Mass.. 1927 117,774,191 
1926 107,880,863 
Travelers, Hartford, Conn...... 1927 489,700,321 
192) 432,005,903 
Western & Southern, Cincinnati.. 1927 78,813,079 
1926 65,007,479 


(Concluded from preceding page) 


Surplus 
(Assigned Total 
and Un- Payments 
assigned) Premiums Total to Policy- 
End of Received Income holders 
Year in Year in Year in Year 
13,706,310 16,699,018 24,835,137 10,727,004 
11,941,555 15,715,801 22.266,662 10,738,991 
43,905,791 91,971,794 112,748,640 41,100,655 
39,539,362 83,955,199 100,882,285 34,979,954 
8,719,388 22,849,776 31,623,845 6,412,232 
8,832,229 18,422,505 21,809,899 5,034,152 


New Busi- 
ness Paid Whole 
Total for in Amount Gain in 
Disburse- Year (In- in Force Amount 
ments cluding at End in Force 
in Year Revivals) of Year in _ 
14,538,363 67,224,736 550,179,303 37,498,459 
14,337,012 66,792,521 512,680,844 39,854,241 
68,647,219 1,010,247,409 4,198,968,680 346,253,741 
60,771,068 1,024,121,595 3,852,714,939 470,346,973 
18,294,102 7380,925,384 671,306,061 165,802,975 
13,200,401 205,902,796 505,503,086 66,708,498 


+ Excludes group insurance 1927—$339,536,413. {Excludes group insurance 1927—$958,694,670. The minus sign (—) indicates a decrease in force. g Includes dividends fo. 
1927—$19,868,136; for 1928—$21,143,542; suspended mortality fund 1927—$9,453,310; 1928—$9,797,166; dividend equalization fund 1927—$70,503; 1928—$82,805; security fluctua 
tion and real estate depreciation fund 1927—$10,077,527; 1928—$10,608,468. wv Actual market value. 6 Includes $6,828,007 in 1926 paid on accounts transferred to foreign business. 
§ Includes deferred dividends 1926—$566,963; 1927—$167,891. Dividend award for 1926—$12,200,000; 1927—$13,300,- 


* Includes reserve for contingencies, 7 Includes reinsurance. 
000. Mortality fluctuation 1926—$12,695,487. Asset fluctuation 1926—$14,474,315. 


u Includes 1926—$6,279,700; 1927—$7,010,000 dividend apportioned; mortality fluctuation 


fund 1926—$5,821,858; 1927—$7,120,901. Asset depreciation 1926—$5,821,858; 1927—%6,430,625; other funds 1926—$1,534,903; 1927—-$2,258,457. h In addition to amounts set 
aside to purchase paid-up additions to industrial policies as of Dec. 30; for 1926—$29,546,649; 1927—-$24,493,027; $1,890,105 par value of the $2,000,000 capital stock of the company 


has been purchased pursuant to provisions of Chapter 99 of the Laws of New Jersey for the year 1913, and assigned to Austen Colgate, trustee for the polic yholders of the Company. 


a Amortized values. 








Prudential of America 
(Concluded from page 9) 


of the far-reaching assistance that the Pru- 
dential is rendering to the country at large in 
aiding its upbuilding by assisting the small bor- 
rower, particularly the home builder and the 
farmer. Among the most important of the 
other assets are the bonds, aggregating $715,- 
549,026. These bonds include $106,846,865 of 
United States and Canadian government bonds: 
$67,349,164 of State, Province, county and mu- 
nicipal bonds; $297,240,983 of railroad bonds; 
$191,106,615 of public utility bonds; $51,113,- 
549 miscellaneous bonds, and $1,891,850 of 
notes. Other assets are real estate, $24,227,- 
633; stocks, $649,000; loans to policyholders, 
$112,054,153; cash in office and bank, $17,054,- 
695; net’ deferred and unpaid premiums, $28,- 
843,654; interest and rents, $26,523,554; other 
assets, $15,618. 

The leading liability is the policy reserve, 
which amounted at the end of the year to $1,- 
598,698,440. Dividends of $65,539,050 have been 
allotted out of last year’s savings. This total 
is over $13,000,000 more than the amount set 
aside for dividends in the previous year. The 
amount for Industrial policies alone is over 
$41,000,000, and this marks a new record for 
any company issuing Industrial business. Other 
funds apportioned to policyholders or yet un- 
assigned though held for their future use, 
totalled $87,893,525. In addition, of the total 
reserves, $11,847,937 was held as contingency 
reserve for mortality fluctuations and possible 
depreciation in assets. 

The company, which is the undisputed leader 
in industrial insurance, ranks third in ordinary 
insurance, written and fifth in group insurance 
written, wrote more business in 1927 than in any 
previous year of its existence. It issued, revived 
or increased during 1927 4,578,972 new indus- 
trial policies covering $1,495,890,030 of indus- 
trial insurance, while it wrote 403,552 new ordi- 
nary policies covering $21,466,306 of ordinary 
insurance, together with 218 group contracts on 
$191,075,804 of insurance. These represent in- 
creases, respectively, of $191,000,000 in indus- 
trial insurance; $20,000,000 in ordinary insur- 
ance, and $7,000,000 in group insurance. 

The total insurance outstanding in all depart- 
ments was $11,660,520,071 on 32,022,947 policies, 
and represents an increase of $1,134,646,418 of 


insurance and of 1,547,376 policies. Included 
in the above insurance outstanding are 3,031,- 
617 ordinary insurance policies covering $4,930,- 
610,452 of ordinary insurance, an average of 
$1,626 per policy and representing an increase 
in this department of $437,055,405; 28,990,265 
industrial policies on $6,190,095,000 of industrial 
insurance, the greatest amount in the world in 
any one company averaging $215 per policy and 
reflecting an increase of $617,546,161; and 1,065 
groups covering $539,814,164 of group insur- 
ance averaging $507,000 per group for an in- 
crease of $80,044,852 in insurance. 

The consistent record of progress which for 
over a half a century has marked the annual 
transactions of the Prudential Insurance Com- 
pany of America is unbiased statistical evidence 
of the fact that its management has ever been 
sound and capable. Their appreciation of the 
needs of the great masses of the industrial 
population of the United States is evidenced by 
the unparalleled progress which their company 
has achieved. The human touch imparted to 
the transactions of the Prudential by its dom- 
inating leaders, the late John F. Dryden and 
Edward D. Duffield, has ever seemed to permeate 
through the agency force who make a direct 
contact with policyholders and prospects and to 
always make the Prudential man a welcome 
visitor in every American home. 


BANKERS LIFE ELECTIONS 
George W. Fowler Made Vice-President and 
Secretary—B. N. Mills, Secretary 
Des Mornes, Iowa, March 31.—On Wednes- 
day, March 28, the board of directors of the 
Bankers Life Company elected George W. 
Fowler to succeed the late Simon Casady as 
treasurer of the company. Mr. Fowler, for- 
merly vice-president and secretary, is now vice- 
president and treasurer. B. N. Mills, assistant 
secretary and advertising manager, was ap- 

pointed secretary. 

Mr. Fowler's election to the office of treasurer 
came in his 21st Bankers Life year and is in 
recognition of the valuable work which he has 
done during the several years in which he has 
had active management of the investment and 
financial affairs of the company. 

In 1907 Mr. Fowler began his Bankers Life 
work as a clerk in the change of beneficiary 


department. He had at that time an excellent 
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financial background and training acquired dur- 
ing previous years with a mortgage and invest- 
ment concern of Des Moines. Two years later 
he was elected assistant secretary. In 1916 Mr. 
Fowler became a director of the company and, 
in 1919, he was appointed secretary. In 1926 
he was chosen vice-president and secretary, a 
position that he held until last Wednesday, 
when he was elected treasurer. 

Mr. Mills, the company’s new secretary, be- 
gan his Bankers Life work in 1914, when he be- 
came publicity and advertising manager. He 
had previously engaged in newspaper work and 
came from the editorial staff of the Des Moines 
Capital, where he had attained the position of 
city editor. 

Mr. Miils served as publicity and advertising 
manager until 1921, when he was elected as- 
sistant secretary and advertising manager, a 
post that he has held until his elevation to the 
position of secretary. Mr. Mills has achieved 
many notable accomplishments during his Bank- 
ers Life years. He has developed a direct-mail 
advertising system of great scope and efficiency 
that has aided materially in establishing the 
company’s “Onward March” record. 

Succeeding the late Simon Casady, Ross J. 
Clemens, prominent business man of Des 
Moines, was last week elected as a director of 
the Bankers Life Company. Mr. Clemens is 
president of the Standard Glass and Paint 
Company of Des Moines, president of the 
Greater Des Moines committee, and a director 
of the National Paint Distributors Association. 





J. M. Webb Made Assistant Secretary 
Bankers National Life Insurance 
Company 
James M. Webb, formerly chief accountant, 
has been appointed assistant secretary of the 
Bankers National Life Insurance Company. 
Mr. Webb has had a rich background of life 
insurance work, having been connected with 
the Connecticut Mutual Life Insurance Com- 
pany of Hartford, Conn., for six years, work- 
ing out of a number of their general agencies. 
During this period he built up an enviable rec- 
ord in connection with the installing of agency 
reporting and collecting systems, preparing 
statistics for general agents, training new sales- 
men, and translating company policies to field 

representatives. 
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IRE played an impromptu part on Main 

Street’s stage and left this scene behind. 
Business and profits are waiting for their cue 
but they can’t play against such a setting. Can 
Main Street change it? 


If Main Street has retained the services of 
“Complete Insurance Protection” the original 
setting will be restored without loss. Fire 
Insurance will put up new buildings. Rent 
Insurance will meet the loss from stopped rents 





until reconstruction work is finished. Use & 
Occupancy Insurance will pay the profits lost 
as a result of crippled production as well as 
the necessary expenses until production is 
resumed. 


Introduce your Main Street to “Complete 
Insurance Protection”. The value of the 
acquaintanceship will be appreciated if this 
scene is ever shifted there. Your value as an 
insurance man will be generally recognized. 


AMERICAN EAGLE 


4 


“Reames Pore* 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


ERNEST STURM. Comaman or me Goeme. 
PAUL &. MAID, Presioent. 
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CASH CAPITAL—ONE MILLION DOLLARS 


CHICAGO 


DALLAS 


SAN FRANCISCO 
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FIRE INSURANCE 





ADVICE TO CREDIT MEN 


William Quaid Points to Insurance 
Against Catastrophes 








CITES PITTSBURGH EXPLOSION 





Continental Vice-President Shows Neces- 
sity for Protection Against Hazards 
Other Than Fire 


In a message to the New York Credit Men's 
Association, whose 3300 members handle an- 
nually a business running into billions of dollars, 
William Quaid, vice-president of the Fidelity- 
Phenix Fire Insurance Company, made several 
unusual points in connection with the protection 
of credits against fire and other disasters. 


He declared that while insurance against fire 
is a fundamental requisite to safeguard the as- 
sets of the customer to whom credit is being 
extended, other catastrophes such as windstorm 
and explosion are too often overlooked, and be- 
cause of this oversight bankruptcies, otherwise 
preventable, result. 


By way of illustration he cited the explosion 
not long ago of a large gas tank in Pittsburgh, 
which caused a considerable loss to life and 
heavy destruction of property. 


“In the zone of this explosion,” said Mr. 
Quaid, “there were more than a dozen impor- 
tant business and manufacturing concerns whose 
plants were damaged to a considerable extent— 
some very severeiy. Of these concerns, there 
was only one carrying explosion insurance, its 
policy amounting to $500,000 and they collected 
their entire claim for damage sustained, which 
approximated $150,000. The premium on that 
explosion policy of $500,000 was only $250, 
a sum of no importance at all in consideration 
of the high protection obtained.” 


Mr. Quaid declared that the largest and most 
successful concerns are generally the readiest 
buyers of insurance, even though from a credit 
standpoint they do not need the protection as 
much as the smailer companies whose officials 
are inclined “to take a chance.” 

Credit men were not advised to give attention 
to all classes of insurance purchaseable, but only 
those which protect a concern against a major 
disaster that might bring about insolvency. 

“There are many coverages,” Mr. Quaid 
pointed out, “which would not be of special in- 
terest to the credit man. Take parcel post in- 
ity of bankruptcy, although they are sufficiently 
of small losses which do not carry the possibil- 
ity of bankruptcy although they are sufficiently 
important to the shipper to warrant his pro- 
tecting himself against them. 

“However, the credit man should be vitally 
interested in protection against the staggering 
loss that may jeopardize the financial standing 
of the credit risk even if it does not actually 
cause bankruptcy.” 


THREATENS DENIAL OF RATE 
INCREASES 
Louisiana Commission Will Require Data 
by May 1 

All rate increases will be denied unless the 
fire insurance companies comply, by May 1, 
1928, with the demands of the Louisiana In- 
surance Commission for additional data and in- 
formation. Advices to this effect were for- 
warded to the Louisiana Rating and Fire Pre- 
vention Bureau on to-day by Chairman James 
J. A. Fortier of the Insurance Commission. 

The public hearing at which companies pub- 
licly appeared was held on September 20, 1927, 
in the presence of large delegations from all 
over the State. The companies contended they 
were justified in seeking increases in fire and 
windstorm rates, and the municipalities con- 
tended that at least in their own cities, their 
actual local fire records did not seem to justify 
these increases. 

The Commission then called upon the com- 
panies for additional information and data, 
which were never forthcoming. 

Shortly after the hearing the companies 
decided to test the constitutionality of the Com- 
mission's existence. As a result all matters re- 
lating to rate increases were suspended by the 
Comegmission. 





H. S. DICKINSON DEAD 
Vice-President of Glens Falls Was in Poor 
Health Several Years 
Horace N. Dickinson, vice-president of the 
Glens Falls Insurance Company, died last Sat- 
urday morning at his home in Glens Falls. Mr. 
Dickinson had been in poor health for several 
years and for about a year past had been un- 
able to give any attention to business. Funeral 

services were held Tuesday. 

Mr. Dickinson entered the fire insurance 
business in 1896 as special agent of the Ameri- 
can Fire of Philadelphia. Following several 
similar connections he joined the Glens Falls 
in 1903 and in 1912 was called to the home 
office as assistant secretary. He became secre- 
tary of the company in i914 and in 1921 was 
made vice-president. 

Mr. Dickinson is survived by his wife, who 
is a daughter of Russell M. Little, late presi- 
dent of the Glens Falls. 


Issues Clever Tornado Pamphlet 

“Why Do Tornadoes Occur Only "Way Out 
West?” is the title of the clever pamphlet de- 
vised by Harold E. Taylor, advertising manager 
of the American Insurance Company of New- 
ark. The pages of this publication are nearly 
entirely given over to pictures of windstorm 
damage in Eastern States, twenty-three such re- 
productions being included. It gives graphical 
evidence that there is need of windstorm in- 
surance in the East. 
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FILE INDIVIDUAL SUITS 


Kansas Rate Case Put on Same Foot- 
ing as Missouri 








ASK PERMANENT INJUNCTION 





Companies Request $5,000,000 in Im- 
pounded Premiums Be Returned 
to Them 

T pEKA, Kan., March 30.—Individual bills 
in equity were filed in Federal court here yester- 
day by 150 stock fire insurance companies seek- 
ing to have the 6-year-old fire insurance rate 
order declared void. 


William R. Baker, Stete Insurance Commis- 


sioner of Kansas, and William A. Smith, attor-. 


ney-general, are named defendants in the actions. 

The bills were filed a few hours after Federal 
Judge John C. Pollock issued an order at Kan- 
sis City directing Commissioner Baker and At- 
torney~General Smith to appear in Federal 
court there on April 2 to show cause why a 
temporary restraining order should not be 
granted to prevent enforcement of the rate 
order. 


Reductions ranging from 10 to 20 per cent 
were ordered in 1922 by Frank L. Travis, then 
Commissioner of Insurance. The reductions 
were on mercantile risks; miscellaneous manu- 
facturing and wood workers’ risks and on farm 
property schedules. Increases of 15 per cent 
were ordered on certain public buildings and 
mining properties and oil risks. 

In their bills which were identical except in 
minor details, the insurance companies alleged 
that if the rate order was put into effect it 
would reduce their premium charges to an 
amount “wholly inadequate to meet losses and 
reasonable expenses.” 

The order, which the United States Supreme 
Court refused to pass upon after it had been 
upheld by the State Supreme Court, was alleged 
to be a violation of the United States Constitu- 
tion on the grounds it denies to the insurance 
companies equal protection of laws and deprives 
them of their property without due process of 
law. 

The insurance companies also contended the 
new rates were based on the aggregate profit 


of all the companies involved and that they were 


not arrived at by considering the experience of 
the individual companies. 

In the petition filed in Kansas City, Kan., the 
insurance companies asked a permanent injunc- 
tion against the new rate schedules and the $5,- 
000,000 impounded or guaranteed excess pre- 
miums be restored to them. The injunction in 
Kansas City was filed there by the companies 
yesterday to prevent the State insurance depart- 
ment from imposing lower rates on mercantile 
classes of fire insurance and repaying premiums 
impounded since 1922. 
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Fire Waste Council 
(Concluded from page 3) 
the Everglades of Florida, where 40 or 50 fires 
have been reported. 

The contest committee announced that the 

number of cities entered in the 1928 contest. is 
greater than has ever been reported in any 
preceding year, exceeding by 53 the number 
entered a year ago. 
_ The report on the 1927 contest was submitted 
by George W. Booth, who had analyzed the re- 
port submitted by the competing communities 
Albany, Ga., twice winner of the prize in its 
class and holder of last year’s sweepstake, this 
year did not compete, Mr. Booth said, although 
it submitted a report, asking that its figures 
not be considered in order that some other city 
in its class might have the honor of winning a 
prize. 

It was very significant, Mr. Booth said, that 
Chelsea, Mass., victim of a conflagration 20 
years ago, last year secured a position as an 
honor city in its class. 

The figures submitted by the various cities 
showed that of 279 reporting property loss, 193 
showed a reduction, the average per capita loss 
for all contestants last year being $2.70, com- 
pared with $3.07 in 1926 and $3.77 in 1925. A 
reduction in the number of fires was reported 
by 125 cities out of 302 giving such figures, 
and reduction in the number of fires with a loss 
exceeding $1000 was reported by 137 out of 236 
communities. 

The national death rate from fires is 63.21 per 
million of population, and the rate for injuries 
is 155.86, it was reported by Frank A. Fall 
on the basis of figures secured from eight 
States with a total ‘population of 26,000,000, 
during the fourth three months’ test of fire 
casualty statistics. A total of 410 deaths and 
1011 injuries was reported for these States 
during the period, the highest death toll being 
92 in Texas. and the greatest number of in- 
juried 256, also in Texas. Analysis of the fig- 
ures indicate they range from a death rate of 
25.17 per million in Massachusetts to 125.29 in 
West..Virginia, and in the rate for injuries they 
range from 83.92 in Massachusetts to 67.49 in 
Arkansas. 

Thirty per cent of the fire deaths of the 
country occurred in rural districts, it was 
shown; 31 per cent are of children under ten 
years of age, 67 per cent occur in dwelling 
houses, exclusive of apartments, and 94 per 
cent are due directly to burns. The commit- 
tee will continue with its work of gathering 
these statistics, and will make an effort to se- 
cure figures from the large industrial States 
which now are not covered. 

Reports were submitted by the various other 
committees set up by the council, all of them 
showing continuous progress. 

The main subject for discussion following 
the reports of committees was “What’s Ahead 
in Industrial Fire Prevention” on which ad- 
dresses were made by John R. Cashel of Co- 
lumbus, Ohio; W. W. Ellis of New York; A. 
P. Webster of Moline, Ill., and Charles H. 
Meigs of New York. The council were the 
guests of the chamber at luncheon, after which 
they were given an opportunity to view two new 
forest fire films completed by the Department. 


United States Branch of Jupiter General 
Had a Good Year 


The United States branch of the Jupiter Gen- 
eral dnsurance Company of Bombay, India, for 
which Fester, Fothergill & Hartung of 110 Wil- 
liam street, New York city, are managers, had 
a good year in 1927 as is indicated by the fact 
that its net premiums written increased from 
$314,020 in 1926 to $347,411 in that period, while 
its losses paid decreased from $444,184 in 1926 
to $230,840 in 1927. The ratio of expenses paid 
to premiums written for the branch was only 
39.3, while the ratio of losses incurred to un- 
derwriting income earned was 50.2. 


The surplus of the United States branch in- 
creased slightly from $438,650 in 1926 to $443,- 
289 in 1927. Losses incurred decreased from 
$385,078 in 1926 to $196,592 in 1927 in the face 
of a small increase in premiums written. Re- 
mittances to the home office amounted to $108,- 
004 in 1927 and the reinsurance reserve was 
$350,601. 

The bulk of the business of the United States 
branch of the Jupiter General consists of fire 
reinsurance, but the branch also writes reinsur- 
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ance of motor vehicle, earthquake, tornado, hail, 
sprinkler leakage, riot and civil commotion and 
miscellaneous lines. Fester, Fothergill & Har. 
tung, the United States managers, are also 
United States managers for several other fire 
and casualty companies doing a _ reinsurance 
business in this country, and are widely know 
as specialists in this classes of writings. 


Western Bureau Meeting Dates 


Cuicaco, Itt., April 4—The annual meeting 
of the Western Insurance Bureau will be held 
in the Ocean House, Swampscott, Mass., May 
17, 18 and 19, it was announced this week by 
Herbert A. Clark, president. The agenda of 
the meeting h-s not yet been prepared, but it is 
generally understood that the Chicago com- 
mission situation, in view of the heated con- 
that has existed here for several 
months, will receive marked attention. Also 
the Bureau’s actions likely will depend on what 
transpires at the meeting of the Union next 
week in Atlanta. 


troversy 





Assets $2,813,006.69 





TORNADO 
Reinsurance 


INTER-OCEAN REINSURANCE 


COMPANY 
CEDAR RAPIDS, IOWA 


Surplus to Treaty Holders $1,015,032.69 
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Reserves $1,797,974.00 
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FIREMEN’S THREATENED 





James A. Beha Says Company May Be 
Barred from New York 





GIVES TABULAR SURVEY 





Graphically Points Out to Edward Maxson 
Financial Structure of Which He 
Disapproves 

In a letter to Edward Maxson, commissioner 
of banking and insurance of New Jersey, dated 
April 3, James A. Beha, Superintendent of In- 
surance of New York, makes an open threat 
that he will oust the Firemen’s Insurance Com- 
pany, of Newark, N. J., from New York State 
as of May 1 unless the company revises its 
financial structure to accord with the require- 
ments of the New York law for domestic com- 
panies. 

Mr. Beha’s latest letter in the controversy 
over the company’s finances follows: 

Hon. Edward Maxson, Commissioner, 

Department of Banking and Insurance, 

Trenton, N. J. 
My Dear Mr. Maxson: 
In re: 
FIREMEN’S INSURANCE COMPANY OF NEWARK 

In my letter to you of March 21, in referring 
to the pyramiding of assets policy of the Fire- 
mens Insurance Company of Newark, I made 
the following comment: “Fortunately, I_ say 
for the business, the Firemen’s Insurance Com- 
pany of Newark is the only fire insurance com- 
pany which has adopted such a policy of financ- 
ing.” I have gone over the reports as filed 
with this department for the year 1927, of the 
leading fire insurance companies of this State, 
and of other States. I have analyzed the finan- 
cial structure of these companies and I am 
setting forth some of the results of same. I 
would like to have you note the gross assets 
of said companies; the comparative amount of 
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Continental rate 81,467,067 $3,593,000 $3,593,000 
Globe & Rutgers 80,193,739 1,277,646 14,277,745 
Fidelity-Phenix - 63,026,824 3,093,000 3,093,000 
Great American . 56,982,975 4,755,644 9,176,494 
Other State Companies 
Hartford, Conn.. 88,116,376 6,063,840 15,050,143 
. A., Penna... 70,061,271 3,234,019 7,865,000 
#tna, Conn, ... 53,532,184 3,619,320 3,619,320 
Springfild., Mass. 32,826,395 1,963,125 1,963,125 
St. Paul, Minn.. 29,432,540 1,189,642 1,914,057 
Firemens Fd. Cal. 33,108,621 1,739,880 1,235,634 
Firemens, N. J. 40,000,137 12,364,184 12,364,184 


exposure as indicated by their premium writ- 
ings, and the proportion of their fire insurance 
stock holdings to their gross assets, and capital 
and surplus assets. 

This at least shows that other fire insurance 
companies have not adopted the same method of 
financing as the Firemen’s Insurance Company 
of Newark, and I repeat that I consider this for- 
tunate for the business. 

I am pleased to note that in the more recent 
advertisement of the Firemen’s Insurance Com- 
pany of Newark and its associated companies, 
at least the column “total of assets” is omitted. 

The Legislature of the State of New York 
has established a standard of safety for insur- 
ance companies furnishing insurance protection 
to the people of this State. It has stated that 
no insurance company shall invest an amount 
in excess of 50 per cent of its surplus in the 
stocks of other insurance companies, and re- 
ceive credit for such excess investment. This 
rule it has laid down for its own companies, 
that is domestic companies, and it is to be pre- 
sumed that if it required such a standard of 
safety from its own companies, that it would re 
quire at least a similar standard from companies 
of other States who are to be licensed to do 
business in this State. 

I would not be interested in the Firemen’s In- 
surance Company’s financial set-up if it had 
not been licensed in the past to do business in 
this State. On May 1, I must determine whether 
it is for the best interest of the people of this 
State that it shall again be licensed; that its 
capital, securities and investments are such that 
it may be safely entrusted with a continuance 
of authority to do business here. 


I do not believe that the company meets the 
standards of safety as set by the laws of this 
State. 

It is therefore with great regret that I in- 
form you that unless this company will recon- 
struct its financial set-up, in accordance with 
the standards set by the laws of this State, be- 
fore May 1 of this year, it will not be permitted 
to continue to transact the business of insur- 
ance in the State of New York under approval 
of this department. 














CAPITAL .. 


NET SURPLUS .. 
TOTAL ASSETS ....... 





PREMIUM RESERVE ....... 
RESERVE OF ALL OTHER LIABILITIES.......... 


SURPLUS TO POLICYHOLDERS ... 


NATIONAL LIBERTY INSURANCE COMPANY OF AMERICA 


Home Office: 709 6th Avenue, New York City 


Summary of 69th Annual Statement, January Ist, 1928 
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RUSSIAN FUNDS RETAINED 


Receiverships Disallowed in Supreme 
Court 








LIQUIDATION TO PROCEED 





Fire Reinsurance Companies Assets May 
Be Distributed Under Plan of 
Superintendent 

In a decision rendered last week the Appel- 
late Division of the Supreme Court of New 
York granted the appeal made against the ap- 
pointment of receivers for the five Russian re- 
insurance companies and directed Superintend- 
ent of Insurance James A. Beha to apply the 
assets to the payment of local claims against 
the companies and subsequently present an ade- 
quate plan for the disposition of the assets. 

The five companies involved are the First 
Russian Insurance Company, of Petrograd; 
Moscow Fire Insurance Company, Russian Rein- 
surance Company, Second Russian Insurance 
Company, and the Northern Insurance Com- 
pany of Moscow. These companies were taken 
over by the Soviet Government in 1918 for 
“nationalization” and in consequence the New 
York Insurance Department placed the United 
States branches in liquidation. Attempts have 
been made both by the Soviet government and 
by certain former directors of the companies 
now residing in Paris, to secure the. remaining 
assets and the matter has assumed’ important 
international aspects. The Supreme Court took 
the question under advisement last fall and sub- 
sequently appointed receivers for the companies 
in order to relieve the insurance department. 
United States Senator Robert F. Wagner and 
James F. Caragnaro were the appointees. 

Subsequently action was brought by the State 
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Every fourth Thursday, in every worth- 


while home in your city, the danger of fire and the 


need of insurance is forcibly brought to the attention of 


property owners. All agents benefit from this advertis- 








ing, but the Hartford agent most of all. 




















HARTFORD FIRE INSURANCE COMPANY 


HARTFORD, CONN. 
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TWO NEW LECTURES 





Seventeen of Sunderlin’s Lectures 
on the Fire Insurance Contract 
Now Issued 





ONE DEALS WITH COVERAGE 





Another Treats of Waiver and Estoppel 


Two more of Sunderlin’s Lectures on the Fire. 


Insurance Contract have now been issued, mak- 
ing seventeen of the series of forty that have 
been published to date, and are being distributed 
by The Spectator Company. Lecture number 
fifteen is devoted to Waiver and Estoppel, while 
lecture number sixteen deals with the subject of 
Coverage. 


WAIVER AND [st \PPEL 

The words “waiver and estoppel” are purely 
legal, but they are probably of greater im- 
portance to the fire insurance representative, 
whether executive, underwriter, adjuster or 
agent than any others. For without a proper 
legal understanding of the words and _ their 
meaning as determined by the courts, the com- 
panies’ representatives cannot properly and effi- 
ciently discharge their duties. Statistics disclose 
that a very large and important part of fire in- 
surance litigation arises not out of the written 
contract or policy solely, but pertains to the 
oral representations made by the insurer’s 
agents, such as soliciting, local, general agents 
and adjusters. And it is for such fire insurance 
representatives to know, if they are to properly 
fulfill. the responsibilities of their respective 
positions, what is the legal effect of their con- 
duct. 

CovERAGE 

Coverage is the subject of lecture number 
sixteen. The importance of this subject and 
its proper understanding are shown by the open- 
ing paragraph of the lecture: 

“One of the most important duties of the fire 
Insurance agent or representative, having ob- 
tained the business, is to provide in the policy 
contract that the insured obtains the coverage 
he is desirous of obtaining and for which he is 
paying the premium. Too often, the importance 
of this feature of the business is overlooked, 
and there is open disregard of the obligation 
which the agent owes the insured and neglect 
of duty to the insurer. The best interests of 
both parties to the contract can be served only 
by clear and concise statement of the descrip- 
tion and location of the property.” 

The lecture is sub-divided, as follows: 

Part I—(a) Description; (b) change of lo- 
cation; (c) increase of risk, (1) estoppel, (2) 
waiver; (d) temporary removal; (e) buildings 
and appurtenances, in general; (f) illustrations ; 
(g) additions; (h): illustrations; (i) fixtures; 
(j) tools and machinery; (k) stock and mate- 
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FIRE INVESTIGATION 
POSSIBLE 





Massachusetts Legislature May Take 
Action 





MANY INTERESTS INVOLVED 





Situation Thought Well in Hand, But De- 
velopments Recently Bring New 
Alignments 

Boston, Mass., April 2—In spite of the re- 
ports that there would be no recommendation 
from the Massachusetts Legislature this year 
for any fire insurance rate investigation, the 
situation seems to have changed, and a re- 
hearing of the bills, House 569 and House 664, 
before the committee on insurance, is likely to 
take place in’ about ten days. City politics are 
undoubtedly playing a hand in this game, it is 
declared among those who have their eves on 
Beacon Hill activities, and particularly on these 
measures. It is recalled that Mayor Nichols 
had a committee appointed last fall, of which 
he named as chairman, one of the leading mer- 
chants of the city. Another body of insur- 
ance men in the Western part of the State and 
also representatives of the Associated Chambers 
of Commerce of that territory, have their own 
committee which has been making its investi- 
gation. 

TO RAISE $1,600,000 
Brooklyn Fire Plans Increase of $400,000 
in Capital 

The directors of the Brooklyn Fire Insur- 
ance Company have recommended to the stock 
holders that the number of shares of the com- 
pany be increased from 24,000 to 40,000 and 
that the new shares, par value $25, be sold at 
$100 per share. This would increase the cap- 
ital of the company from $600,000 to $1,000,- 
000 and add $1,200,000 to the company’s sur- 
plus. A special meeting of the stockholders 
will be held April 12 to vote on the proposal. 

The directors have also recommended that 
stockholdrs of record April 20 be given the 
right to subscribe to the new shares at the 
rate of 2 new shares for each 3 old shares now 
held. 

The company is under the management of 
Corroon & Reynolds, Inc., and with the new 
capitalization will be in a position to expand 
rapidly, the while maintaining a strong surplus. 





rials, (1) household goods and furniture; (m) 
shifting risk; (n) divisibility of contract. 
Part II—Uninsurable and excepted property. 
Part I[1I—Hazards not covered; (b) Order 
of civil authority, what constitutes ? 
The series of forty lectures sells for $30, and 
a single copy of any lecture may be obtained 
for $1. 


Fire Insurance 


CHICAGO COMMISSIONS 





Situation Now Reverted to Original 
Form 





EFFORTS AT REFORM WITHOUT 
SUCCESS 





Board Decides Not to Enforce New Sched- 
ule—Union to Consider Question 
Cuicaco, Ixu., April 4—The Chicago fire 


commission situation has reverted back to the’ 


same old situation that it was in before the 
Chicago Board of Underwriters tried to ar- 
range a stabilizing code as a result of the board’s 
decision not to enforce its new schedule. The 
board’s decision, made for it by its executive 
committee, resulted when it became apparent 
that the seventeen protesting company managers 
meant business when they said that they did 
not intend to adhere to the new rules. 

The board had ordered its new schedule to go 
into effect April 1, but when it became apparent 
that this action would likely drive the protesting 
managers, representing forty-five companies, 
out of the organization, the executive committee 
decided not to penalize its loyal membership by 
requiring them to pay a lower scale of com- 
missions and thus lose much of their business. 

The situation is not clear for all time, how- 
ever, for it is rumored that much will be said 
about the Chicago commissions at the Union 
meeting next week in Atlanta. Many of the 
Union leaders are favorable to the new Chicago 
commission plan, in spite of the fact that it ex- 
tends the authority of the board to outer city 
and suburban business and does not limit the 
maximum commission to class-one members. 

The statement of the board’s executive com- 
mittee in part follows: 

Your executive committee fully appreciates 
the gravity of the situation facing the fire insur- 
ance business in Cook County and feels deeply 
the responsibility which rests upon the commit- 
tee. Your committee desires you to know that 
it has given, and will continue to give, careful 
consideration to the rights of all members, and 
will endeavor to do that which is for the best 
interests of the greatest number. 

Your executive committee and the committees 
which have been working under its direction, 
have sought conscientiously to stabilize and re- 
duce acquisition cost in Cook County and they 

have endeavored to accomplish this with the 
least possible disturbance to the business in 
general. 

You are familiar with the situation now fac- 
ing the business and are likewise familiar with 
the events which have led up to the preset 
situation. In view of these facts, your com- 
mittee has instructed the officers of the board to 
refrain from enforcing for the present the 
brokerage and commission rules which were 
adopted at the January meeting, realizing the 
impracticability of attempting such enforcement 
at this time. 

Your committee has further instructed the 
management to rigidly enforce the eligibility 
and qualification rules of members. 





Has paid losses for 
over 50 years 


J.HARRIS LENKER, President. 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager 


fair and prompt adjustment of losses 
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Address Home Office For Agency Connection 


w: HAMPTON ROADS 
FIRE «» MARINE 
Insurance Company 


HENRY G. BARBEE 
President 


P. D. BAIN 
Chairman of the Board 














Good territory available in Texas and 
Oklahoma to Agents who can qualify as 
to character. 


SOUTHERN UNION 
Life Insurance Co. 


of 
Fort Worth, Texas 
JAS. L. MISTROT, Pres. TOM POYNOR, V.-Pres. 














THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT , CREDIT 

HEALTH >. BOILER 
AUTOMOBILE ‘ LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT CO., LTD. 
HEAD OFFICE, 55 FIFTH AVE., NEW YORK 
C. M. Berger, United States Manager 
E W. Lang, Resident Manager, 90 Maiden Lane, New York 

















(yeneral, ccldent 


FIRE AND LIFE 










eee RICHARDSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA 


Great American 


Insurance Company 
cc NewDork = = 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12,.500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


23.422,855.2 1 


NET 2,85 


21.060,1 19.35 
56,982.974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, IIl. 
Cc. R. STREET, Vice-President 
PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—Georége L. West, Manager, 233 Sansome Street 
CHICAGO—Ww. H. McGee & Co., Gen’! Agts.,Insurance Exchange Bldé. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 














Fs. 
he ASSURANCE CORPORATION, Ltd. 











1824 1928 


Over A Century Old 
UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 
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GEORGIA 
CASUALTY COMPANY 


Atlanta, Georgia 


HARRY C. MITCHELL 


President 


COMPLETE CASUALTY INSURANCE SERVICE 
APPLICATIONS FOR AGENCIES SOLICITED 
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q Casualty, Surety and Miscellaneous 





IN $1,000,000 CLASS 


Equitable Casualty and Surety Adds 
$450,000 to Capital 








SURPLUS TO BE OVER $1,000,000 





Will Issue 4500 New Shares, Par $100, at 
About $250 Per Share 

The Equitable Casualty and Surety Company, 
New York, has voted to increase its capital 
from $550,000 to $1,000,000 and its surplus from 
$355,727 to over $1,000,000 by the issuance of 
4500 new shares of stock, par value $100, at 
about $250 per share. This action took place 
on Tuesday of this week when the annual meet- 
ing of the board of directors recommended the 
move to the stockholders and the latter, meeting 
immediately after the directors, ratified*the pro- 
posal. 

The completion of this copie increase will 
put into the $1,000,000 class a company whose 
rise since its organization in 1924 has been lit- 
tle short of phenomenal. With Harold R. 
Cronin as president and Harold Spielberg as 
vice-president and general manager, the Equi- 
table Casualty and Surety has made unusual 
progress. At present doing business only in 
New York and New Jersey, the company plans 
to expand its field of operations as soon as fa- 
cilities are available. 

The Equitable Casualty and Surety was in- 
corporated as the Equitable Surety Company 
on October 25, 1924, and began operations on 
November 26 of the same year without any 
promotion expense. The authorized and initial 
paid-in capital was $250,000, with a surplus of 
$130,000. Thus, the company really has been 
in business only for three years. In that time 
it has made a record of financial growth and 
return which has scarcely ever been equaled in 
the insurance business. In 1927 the company 
increased its capital to $550,000 and qualified to 
write casualty lines. At the close of the year, 
the name of the organization was changed to 
the Equitable Casualty and Surety Company. 

The Equitable is licensed by the United States 
Treasury Department, as well as by the States 
of New York and New Jersey, and is qualified 
to write bonds running to the government up 
to 10 per cent of its capital and surplus. The 
assets of the company rose from $545,996 in 
1925 to $1,972,038 as of December 31, 1927. 
At the end of last year the company had a sur- 
plus to policvholders of $883,868 and had writ- 
ten net premiums of $1,667,608. The premiums 
earned in 1927 totaled $1,026,068 and losses in- 
curred were only $199,729, showing the care 
in underwriting exercised by the management. 





Health and Accident Underwriters Move 

After May 1 the executive offices of the 
Health and Accident Underwriters’ Conference 
will be located in new quarters at 330 South 
Wells street, Chicago. 


NEW HAMPSHIRE COURT GRANTS IN- 
TERLOCUTORY INJUNCTION 
Orders Insurance Commissioner to License 
35 Stock Casualty Companies 


The New Hampshire Superior Court at Con- 
cord granted an interlocutory injunction last 
week ordering Insurance Commissioner John 
E. Sullivan of that State to license thirty-five 
casualty companies, which had been denied 1928 
licenses because they would not hold the new 
automobile liability rates in abeyance pending 
an investigation. 

This action resulted from the filing of a peti- 
tion by the companies for a writ of mandamus 
to compel Commissioner Sullivan to issue the 
1928 licenses and for an interlocutory injunction 
to be in effect until the controversy over the 
rates could be settled. The date of licensing 
was April 1 and the court decree covers the 
period between Sunday of this week and the date 
of final settlement whenever that may be. 


Aggregates for Various Classes 
The following tabulation is taken from the 
1928 edition of The Handy Chart of Casualty, 
Surety and Miscellaneous Insurance Compa- 
nies, published by The Spectator Company : 





1927 
CLASS Premiums Losses Ratio 
Received Paid 
$ 3 % 
pe APE eer 50,868,954 23,802,134 46.8 
Accidental Death............. rT + ee ee 
Altered Check Indemnity...... = ........ oe 
ye eae ee 2 10, we m4 5, 633, 501 56.0 
Automobile Accident.......... 1,056 42.9 
Automobile Collision.......... 14 os 656 9,655,637 68.8 
Automobile Fire.............. 2,000 79,687 41.5 
Automobile Fire, Theft and 
MATA coo os scence 2,001,058 822,393 41.1 
Automobile Liability. ......... 144,665,525 81,791,506 56.6 
Automobile Property Damage.. 57,696,735 28,192,267 48.9 
Automobile Theft............. 48,097 21,970 45.7 
Burglary and Theft........... 35,499,985 12,441,453 35.0 
CRORE BORON K 6. oo osc cncsccce 36,339 2,075 5.7 
CNS ode do televcaar seeds 4,600,253 2,530,965 55.0 
Engine and Machinery........ 3,254,485 802,489 24.7 
F; = ivounekediiaceuaeve 36,782,662 16,746,103 45.5 
RE ee a Caren er 49,094 21,657 44.1 
re. Theft and Tornado...... 9,227 3,664 39.7 
Health RY Pee SRE Pe SPS 17,397,036 10,917,102 62.8 
pS ee eros 53,663,487 25,967,732 48.4 
SE error & 868,007 646,059 74.4 
Non-Cancellable Accident and 
PRN 6.85 das sien Donseeeue 4,708,240 2,093,224 44.5 
5 ee ae 15,693,889 5,535,643 35.3 
Property ero and Collision. 2,154,735 847,190 39.3 
HIER ctesccccds§ Sheseuas' ‘cunidaaas an 
CRUE ooo co ccwec tye aen snes 1,091,061 370,318 33.9 
NS BOO i os nine 6 ev ecvers 6,811,260 963,652 14.1 
Ns kd aunt sdeac daesies 61,333,187 26,006,420 42.4 
J) SESE rae 2 6,951 323 4.6 
MN 5558055. c0 0c hak tase ows 9,828 3,287 33.4 
Water Damage............... he ee: 
Workmen's Collective......... 262,945 133,310 50.7 
Workmen’s Compensation. . . . . 155,763,205 102,379,297 65.7 
Grand Aggregates...... 679,573,542 334,609,980 49.2 


*Not segregated. 
c Combined accident and health included with accident. 


General Reinsurance Elects Three New 
Directors 
At the annual meeting of stockholders of the 
General Reinsurance Company, New York, held 
yesterday, three new directors were elected to 
the board for the next three years. They are 
E. E. Loomis, S. B. Thorne and Carl M. Owen, 
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INTERNATIONAL INDEM= 
NITY BUSINESS SOLD 


Union Indemnity and La Salle Fire 
Buy About $2,500,000 Premium 
Income 








W. IRVING MOSS’ STATEMENT 





Volume of Insurance Securities Group Ex- 
pected to Go to $15,000,000 in 1928 
The Union Indemnity Company and the La 

Salle Fire Insurance Company, both of New 

Orleans, have purchased the unterminated policy 

liability and have assumed certain claims lia- 

bility of the International Indemnity Company 
of Los Angeles. Confirmation of this was re- 
ceived from W. Irving Moss, president of the 

Union Indemnity Company, this week. Presi- 

dent Moss’ statement said: 

Union Indemnity Company and La Salle, two 
of constituent companies of Insurance Securi- 
ties group, have reirisured and acquired entire 
business of International Indemnity Company 
of Los Angeles amounting to about $2,500,000 
in premium income, principally in California 
and on Pacific Coast. ‘This rounds out the 
nationwide business of Union and La Salle and 
it is expected that the combined premium in- 
come of the Insurance Securities group will 
jump from $10,000,000 in 1927 to $15,000,000 
in 1928. 

The acquisition by the Union Indemnity and 
the LaSalle of this $2,500,000 in premiums 
places these two organizations in a leading po- 
sition among the companies operating on the 
Pacific Coast. About $125,000 of this business 
is said to be plate glass insurance, the balance 
being made up of automobile lines for the most 
part. 

Announcement of the move was made at Los 
Angeles by Mike M. Moss, senior vice-president 
of the Union Indemnity and the La Salle Fire, 
who declared that the entire personnel of the 
International Indemnity becomes associated with 
the Union Indemnity and the La Salle Fire. 





American Reinsurance Sold to Banking 
Group 

Control of the American Reinsurance Com- 
pany of Philadelphia has been secured by J. 
and W. Seligman & Co., New York, for the ac- 
oount of Ream, Wrightson & Co., New York, 
who will act as managers. Robert C. Ream has 
been elected president. Outstanding shares of 
of the company number 75,000, of which 65,000 
are being offered for subscription at $68 per 
share, par value $10. 





Plate Glass Rate Reduction 
(Concluded from page 3) 
tee meeting was that the experience in the two 
sections did not justify a rate reduction and it 
was decided to meet again in May, when full 
experience data in Illinois and California would 
probably be available. 
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“Very busy, Walt?” 

“No, Joe, I’m headed for the movies—no prospects to call on.” 

“That's strange, I’ve got more than I can see today. The Reliance 
Life prospect finding service keeps me hustling collecting premiums.” 





Add to Your Profits from 
Fire and Casualty by Taking 
on a Splendid Life Line 


HE Largest Mixed Insurance Agency in 

the World recently Established a Life 
Department. There is a Pronounced Trend in 
that direction. Agencies are adding Life to 
Fire, Casualty, Surety, etc. You, too, may 
Enlarge your Profits Without Increasing Fixed 
Costs. 


The most Satisfactory Life Contract Avail- 
able is that of the Columbus Mutual—the 
Company which 20 Years i.go Eliminated Mid- 
dlemen and Diverted the Huge Expense of 
their Maintenance into Savings for Policyhold- 
ers and Agents. Its System makes possible 
Low Cost Insurance, Generous Commissions, 
and VESTED Renewals. There are No Re- 
strictions in Territory. Each Contract is a 
Direct Home Office Contract—no Intermed- 
iaries between. The Agency that Produces 
gets ALL the Commissions. 


Send today for this Distinctive and Highly 
Successful Company’s Proposition. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 


C. W. Brandon, President Columbus, Ohio 




















Field Annuals 


insurance Directories 


for 
*Greater New York Tennessee 
+New York State North Carolina 
New Jersey South Caroline 
Kentucky Virginia 
Texas 


“City ana Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
oanies represented, etc. 


Many new features are incluaed that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


?. 0. BOX 617 LOUISVILLE, KY. 
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SOMETHING NEW 


| Beneficial and Profitable 
ONE DOLLAR A MONTH POLICY 
A Big Seller and a money 


maker for live agents.: 


All Standard Policies are written, with or without 
1} Total and Permanent Disability, Premium Waiver 
and Double Indemnity. 


THE COMPANY’S PREFERRED ORDINARY LIFE 
AND MONTHLY INCOME POLICIES ARE 
BIG SELLERS 


Good Openings for General Agencies in Ohio, In- 

diana, California, Illinois, lowa, Kansas, Michigan, 

Minnesota, Missouri, Oklahoma and Texas. 
“Serve and Succeed With the Springfield” 


SPRINGFIELD LIFE INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 
A. L. Hereford, President C. Hubert Anderson, Supt. of Agencies 
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FEDERAL SURETY DEAL 
AUTHORIZED 


lowa Department Submits Applica- 
tions for Transfer of Control 








CAPITAL TO BE INCREASED TO $3,000,- 
000 ON JULY 1 





New York Bankers Will Buy 31,000 New 
Shares for $1,550,000 

Des MorneEs, Iowa, April 2—The Insurance 
Department of Iowa has submitted blank ap- 
plications to be duly signed and acknowledged 
by the directors of the Federal Surety Company 
of Davenport, transferring a controlling inter- 
est in the concern to a syndicate of New York 
bankers, also granting the privilege to the com- 
pany of increasing the capital stock to $3,000,- 


. 000, effective July 1. 


Upon his return from a conference with the 
New York financiers, W. L. Taylor, vice-presi- 
dent and general manager of the Federal Surety, 
announced that the New York bankers have 
agreed to purchase 31,000 shares of new stock 
of the company for which they will pay $1,- 
550,000. They are also purchasing 14,800 shares 
of the old stock held principally in this part 
of the country. 

Mr. Taylor emphasized the fact that the 
company will remain in Davenport. At the 
same time Mr. Taylor announced that the cap- 
ital stock would be increased from $1,500,000 
to $3,000,000 about July 1. 

When all of this new financing is completed, 
it will make the Federal Surety Company the 
largest surety company in the United States 
West of Chicago. 

The present capital of the company is $775,- 
000 and the present surplus maintained is also 
$775,000. Of the $1,550,000 to be paid in by 
the New York syndicate, half will go into cap- 
ital stock and half to surplus. 

At the same time the board of directors will 
be increased from nine to fifteen, the six addi- 
tional men to be named by the Eastern syndi- 
cate. The nine local members of the board will 
continue to hold office. 


New York Title Executive Finds Forgery 
a Growing Menace to Real Estate 


Crimes of craft and fraud are becoming more 
common factors than ever before in the real 
estate world, according to a survey just com- 
pleted by the national title insurance department 
of the New York Title and Mortgage Company 
under the direction of William H. McNeal, 
vice-president, who has just returned from an 
extended trip through Georgia, North Carolina 
Tennessee, Indiana and Texas. 

The survey shows that while the attacks on 
real estate titles are a fairly constant figure, 
there has been a shifting of the kinds of difficul- 
ties in which real estate men find themselves. 
The significant thing is the increase in the 
crimes of fraud, forgery predominating. 

“I am not prepared to say,” said Mr. Mc- 
Neal, “that the moral tone of the community 
is slipping, although we do find that young men 
are the principal offenders in fraudulent real 





estate practices. The reason for this is more 
likely to be the increase in values in city and 
well-located farm properties, which offer a con- 
siderable temptation to the criminally inclined; 
also the fact that, since title insurance is be- 
coming more popular and is now almost uni- 
versally demanded by insurance companies and 
large banks in connection with their real estate 
lending, this type of crime comes more often 
into view, title companies being better equipped 
to prosecute than individuals.” 


TO FORM AUTO UNDERWRITERS’ 
ASSOCIATION 
Stock Company Representatives Appoint 
Organization Committee 


William S. Cooper, of the Phoenix Indem- 
nity, called a meeting of automobile under- 
writers from the home offices of stock casualty 
companies in New York city last week for the 
purpose of considering plans for an organiza- 
tion composed of such executives. The gather- 
ing was -held at the Greenwich Colony Club 
and was presided over by Mr. Cooper who in- 
troduced George D. Moore, of the Royal In- 
demnity, who is president of the Association of 
Casualty and Surety Accountants, as the guest 
speaker. Mr. Moore described the plan of or- 
ganization used by the association he heads and 
explained some of the methods used. 

It was the conclusion of the meeting that an 
organization be formed which will have its mem- 
bership confined to underwriters for stock car- 
riers who are either managers or first assistant 
managers of home-office automobile departments. 
In addition, the membership is to be by in- 
dividual rather than by company representa- 
tion. 

An organization committee was appointed con- 
sisting of T. V. Beams, Royal Indemnity; S. 
K. Crawford, United States Casualty; and C. 
E. Van Allen, Union Indemnity. 


To Publish Book on Criminal Receivers 

A book, entitled “Criminal Receivers in the 
United States,” will be published some time in 
April by G. P. Putnam’s Sons, New York, 
under the auspices of the Association of Grand 
Jurors of New York County. The volume, 
which will contain information of interest to 
business men, attorneys, police authorities, law 
students, insurance men and others, will include 
the extensive survey of the situation which was 
made early in 1927 and in which THE Spec- 
TATOR assisted. 


Coal Mine Fatalities in February 
Fatal accidents at coal mines throughout the 
country during February numbered 157, as com- 
pared with 190 during the same month last year, 
according to information furnished by State 
mine inspectors to the United States Bureau of 
Mines, Department of Commerce. Included in 
the 157 deaths were 123 fatalities in bituminous 
mines in various States and thirty-four in the 
anthracite mines of Pennsylvania. The death 
rate per million tons of coal mined during the 
month was 3.35, based on a production of 46,- 
933,000 tons, as compared with 3.23 for Febru- 
ary, 1927, based on an output of 58,756,000 tons. 
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AUTO BUSINESS OFF TO 
BAD START IN 1928 


Frederick Richardson Blames High 
Jury Verdicts for Liability Losses 








CALLS RATE INCREASES “URGENTLY 
NECESSARY” 





Also Cites Ambulance Chasing Evil as 
Source of Public Expense 
PHILADELPHIA, PenNA., April 2.—The action 


’ of sympathetic juries in awarding large verdicts 


to victims of automobile accidents is deplored 
by Frederick Richardson, United States man- 
ager of the General Accident, Fire and Life 
Assurance Corporation, which has headquarters 
here. 

“Juries seem to think that they are hitting 
insurance companies when they return large 
verdicts for plaintiffs,” he said, “whereas they 
are really hitting at themselves. They do not 
seem to realize that they and their friends are 
part of the public who pay the insurance pre- 
miums ultimately, as insurance companies must 
either make ends meet or raise their rates. On 
the one hand they give needlessly heavy verdicts 
and on the other complain when insurance rates 
are increased. It is like asking a tailor to 
make a man’s-size suit out of a length of cloth 
only sufficient to make a suit for a small boy. 
It cannot be done. 

“The number of accidents has increased this 
year in alarming fashion as is recorded most 
eloquently in the vital statistics published by 
the Metropolitan Life. The casualty companies 
have made a bad start in 1928 in the automobile 
line, and there can be no question whatever that 
the increase in the rates on private cars was 
urgently necessary. Increases in rates on com- 
mercial cars, too, will have to be made and the 
public must face the cost. 

“The ‘ambulance chasing’ evil is receiving 
more attention every day and when once the 
public realizes that practically 50 per cent of all 
damages paid by insurance companies on jury 
verdicts and on cases settled with lawyers out 
of court goes to the lawyers, they will see how 
much of their own good money is involved. 
Strong measures must be used with reckless 
drivers. Until most of them are prevented from 
handling cars or are made to mend their ways 
the situation will remain unsatisfactory.” 


Hudson Casualty Moves Headquarters 

The home offices of the Hudson Casualty In- 
surance Company of Jersey City have been 
moved to the ninth floor of the Trust Com- 
pany of New Jersey Building at Journal 
Square, Jersey City, N. J. Increasing busi- 
ness necessitated larger headquarters and this 
resulted in the transfer of location. The tele- 
phne number is Journal Square 912. 


Made General Agents for New York 
Indemnity 
The New York Indemnity Company has ap- 
pointed Berthelsen-Borman, of Sioux City, 
Iowa, as general agents for casualty and surety 
business. 
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ACCIDENT TOTALS 





Travelers’ Figures Show Automobile 
Leads All Causes 





GOLF CAUSED 456 DISABILITIES 





Injuries in the Home Accounted for 26.29 
Per Cent of Mishaps 

Although the automobile is causing the great- 

est number of accidents, the home—always re- 

garded the citadel of safety—is running a close 


second in the race of accidental causes of in- . 


jury to which all persons are subject without 
regard to their employment, according to per- 
sonal accident statistics for 1927 of The Trav- 
elers Insurance Company, of Hartford, Conn., 
which have just been released. 

Last year 26.29 per cent of all the accidents, 
excepting occupational, that befell Travelers’ ac- 
cident policyholders occurred while persons 
were in or around their home. The automo- 
bile exceeded this percentage only slightly, hav- 
ing charged to it 29.47 per cent of the total 
number. 

Of the total amount of claims paid Travelers’ 
policyholders who suffered accidental injury, 
39.68 per cent of the sum was disbursed to the 
victims of automobile accidents, while only 
16.45 per cent of the amount was paid as a 
consequence of the mishaps happening in or 
around the home. 

Under the heading of accidents occurring 
around the home, the Travelers’ statistics re- 
veal that 1061 mishaps were caused by persons 
who were unable to maintain their equilibrium. 
Inside the home 1358 accidents resulted the 
same way. Outside the home the greatest num- 
ber of falls were on walks or uneven ground, 
while within, falls on stairs were most frequent. 
Falls on rugs and floors caused 405 claims. 

The collision of automobiles with other cars 
accounted for 1330 claims. Following as a 
close second were 1207 claims resulting from 


caretaking or repairing. Skidding or ditching 
of cars caused 1112 claims. 

Of the 22,555 accidents suffered by Travelers’ 
risks, excluding occupational, 19.74 per cent 
happened during participation in sports and rec- 
reation. One of the rather surprising dis- 
closures is the large number of business men 
hurt while playing baseball. That one form 
of sport had charged against it 631 claims. 

Golf, formerly referred to as “old man’s” 
game, resulted in 456 disabilities. 

Pedestrians in 1927 fared a little better than 
they did in 1926, strange as it may seem with 
all the automobiles on the streets and highways. 
Of the total number of accidents, 14.49 per 
cent of them happened to pedestrians. 

The automobile injured 443 pedestrians and 
was the cause of their suffering the most severe 
injuries. 

Ten years ago 2.9 per cent of the number of 
injuries reported by Travelers’ risks were due 
to horse-drawn vehicles, whereas to-day only 
one-tenth of one per cent of the total number 
of accidents to which all persons are subject 
can be charged against the old-time medium of 
travel. The same thing is true of the motor- 
cycle. To-day three-tenths of one per cent of 
the accidents reported by ‘Travelers’ personal 
accident policyholders are caused by the motor- 
cycle, but ten years ago it accounted for 1.6 per 
cent of the number. 


Charles F. Noyes Leases New York Build- 
ing to National Surety 

Charles F. Noyes Company, Inc., has leased 
its building at 118 William street, New York 
city, for a long term of years to the National 
Surety Company, A recent announcement made 
by E. A. St. John, president of the National 
Surety, stated that Vincent Cullen, recently 
elected vice-president, will have charge of a 
newly created Greater New York department 
which will occupy the entire present “Noyes 
Building.” 
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Insurance Law for Poland.—Insurance 
conditions in Poland are somewhat muddled, 
due to the fact that this young republic has 
annexed much foreign territory in which Aus- 
trian, Russian and German laws prevail which 
have to be reconciled with Polish law. The 
long expected law has now been decreed by the 
President of the Republic and been published 
in the January 31, 1928, edition of the Official 
Organ as the Panstwowy Urzad Kontroli Ubez- 
pieczen. It entered into force on February 1, 
1928. The chief features are the creation of 
a supervising body under the Ministry of 


Finance with wide licensing and investigating 


powers. 

All companies must be licensed and com- 
panies now doing business must apply for a 
license not later than April 30, 1928, on which 
date their present license will become void and 
they will be then considered in a state of liquida- 
tion, unless a new license has been applied for. 
They may continue until such license applica- 
tion has been passed on by the authorities. The 
initial capital of stock companies must be at 
least 2 million zloty, which is more than’ most 
companies now have, and it must be fully paid 
up. However, companies may write more than 
one branch of the business in which case the 
capital is 1 million for fire and life; 500,000 
for accident, hail and transport; and ‘250,000 
for each additional line, cumulatively. Mutuals, 
which are favored throughout against stock 
companies, must have a minimum capital of 
200,000 zloty. 

Investment of capital and reserves is pre- 
scribed but allows a wide variety of securities, 
favoring government issues. Foreign com- 
panies must be licensed and make deposits. They 
must appoint a representative with full powers 
and of Polish nationality. In general, relations 
are based on a reciprocity principle in order 
to permit Polish companies to do business in 
foreign countries. 


Insurability 


In reviewing the book Insurability, Prognosis 
and Selection, published by THE Specrator, 
the Journal of the American Medical Associa- 
tion says: 

Here, under one cover, are the data concerned 
with the knowledge by which medical examiners 
determine whether or not a human being con- 
stitutes what the insurance companies call a 
good risk. The book, which is divided into four 
parts, describes the development of the mor- 
tality tables, and considers the personalities of 
all the figures of importance in the insurance 
field and the characteristics necessary for suc- 
cess as applicant agent, examiner, etc. The 
third part of the book deals with the general 
elements of insurability, and the fourth part 
provides a consideration of all the different 
diseases from which mankind suffers and their 
relationship to the determination as to whether 
or not the person who has been afflicted with 
such a disease constitutes a suitable risk for 
an insurance company. The data in this volume 
should be invaluable to any one interested in 
insurance medicine. 
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CASUAL CASUALTY COMMENTS 








M. J. Hogan, special representative of the 
Detroit Fidelity and Surety Company, has been 
transferred from the Kansas City office to the 
Pittsburgh branch and will have Western Penn- 
sylvania, West Virginia and Eastern Ohio as 
his territory. 

Carr and Coutant, Inc., have been 
appointed borough agents in Brooklyn for the 
New York Indemnity Company for casualty 
business and general agents for surety lines on 
Long Island outside of Brooklyn, T. F. 
Goethals will be associated with the firm, which 
has new offices at 16 Court street, Brooklyn, 
New York. 

McCann and Beelman Corporation has 
been appointed as general agent for the Ameri- 
can Bonding Company of Baltimore in Brook- 
lyn and Long Island, New York. 

Leroy Myers has been made production 
manager of the New York metropolitan bond- 
ing department of the Royal Indemnity Com- 
pany. His headquarters will be in the home- 
office building of the Royal Indemnity at 150 
William street, New York city. 

The Northern New Jersey branch of the 
Standard Accident Insurance Company, De- 
troit, held its annual dinner last week at the 
Elks’ Club in Newark. Short addresses were 
made by Vice-Presidents John H. Thom and 
E. J. Schofield and Branch Manager J. L. 
Martin. 

Chester D. Marsac was given a dinner at 
the Lawyers’ Club in New York city last week 
in honor of the twenty-fifth anniversary of his 
connection with the United States Fidelity and 
Guaranty Company, Baltimore. Speakers in- 
cluded Alonzo Gore Oakley, W. J. Conroy and 
C. E. Finken. 


Detroit Fidelity and Surety Issues 
“The Co-Operator”’ 

The first issue of The Co-Operator, house 
organ of the Detroit Fidelity and Surety Com- 
pany, made its appearance, as of March 15, un- 
der the aegis of Homer H. McKee, president of 
the organization. George R. Wentz, superin- 
tendent of agencies for the company, sent out 
the copies to the field force with an enclosed 
pamphlet, entitled ‘The Beacon,” that discussed 
contract bonds and will, in the future, act as a 
special attention-getter. The Co-Operator con- 
tains much interesting material with relation to 
field and home-office details, noteworthy types 
of losses, duties of executive posts, etc. In 
addition, two special columns, called “Uncle Jim 
Says” and “In the Spotlight” are included. 


tna Casualty Men Hold Last of March 
Agency Meetings 

The two-day agency meeting of the A£tna 
and Surety Company and the accident and lia- 
bility department of the AZtna Life Insurance 
Company, both of Hartford, which concluded 
at Louisville last week with a banquet, marks 
the last of fifteen such meetings the casualty 
departments of the A<tna Affiliated Companies 
have held in various branch offices during 
March. The meeting was attended by more 


than 100 representatives of the AZtna, and was 
presided over by J. R. Falconer, manager of the 
Louisville branch. 

Intimate discussions of various lines of insur- 
ance and of sales and advertising methods were 
the feature subjects of this, as well as of each 
meeting which has been held. An accident and 
sales demonstration, for which prizes were 
awarded, was also put on by several agency 
teams. 

Vice-President William L. Mooney was the 
principal speaker at the banquet, and in addition 
to Mr. Mooney, the home office was _ repre- 
sented by Secretary W. J. O’Donnell, of the 
automobile department; Warren S. Chapin, ad- 
vertising manager of the A®tna Casualty and 
Surety, and by Field Supervisor R. T. Mallery. 








if | were seeking anew 
Surety connection 
By A. A. Lawson, Vice President 
John C. Paige & Co., Boston & New York 


“Why we would select the National? 
Because it is the biggest company, 
with its $15,000,000 capital and most 
ample surplus; because its policy is 
broad, liberal and fair; its officers are 
wide awake business men, of wide ex- 
perience and good judgment; the serv- 
ice which the company renders to us 
is first class, nothing could be better, 
and this is the sentiment which we 
always hear at the conventions of the 
company’s representatives. 


“We have been Resident Managers of the Na- 
tional Surety Company for Boston and eastern 
Massachusetts for over thirty years and, while 
there have been clouds in the sky at times,— 
which happens in any business—the weather 
has always cleared and everything has come out 
in a satisfactory manner. This is due prin- 
cipally to the unusual personnel of the com- 
pany. If anyone has any doubt on the subject 
it can be dispelled by a personal contact with 
the men who have made the company famous, 
and who are continuing to make it prosperous 
and deserving’ of the continued confidence of 
the field at large. 


“We are very glad to have the opportunity of 
saying our word of commendation at this time.” 
If you’d like to know more about National 
Surety Company service and would like to find 
out if we have an opening in your town, clip 
this ad, attach it to your letterhead and send to 


NATIONAL SURETY COMPANY 
World’s Largest Surety Company 
115 Broadway, New York 











COMPENSATION FACTIONS 
NOT RECONCILED IN D. C. 


Underhill and Fitzgerald 
Get Hearing 





Bills Again 





BUSINESS MEN AGAINST MONOPOLY 





Labor Interests Backing Down on State 
Fund Plan 

WasHinoctTon, D. C., March 30.—Reconcilia- 
tion of the differences of opinion of the pro- 
ponents of the Underhill and Fitzgerald bills 
on employees’ compensation insurance for the 
District of Columbia was attempted without 
success in a hearing held before the joint Sen- 
ate and House subcommittee recently. Com- 
pany participation is provided in the Underhill 
measure, while the Fitzgerald bill calls for 
the carrying of the insurance with a State fund 
exclusively. : 

In an effort to settle the differences of opin- 
ion several suggestions were made. Senator 
Blaine of Wisconsin recommended that the 
longshoremen’s law be applied to the District of 
Columbia which would mean administration by 
the United States Employees Compensation 
Commission, but would permit the employer to 
place his insurance with companies. T. P. 
Sherman, a casualty insurance man, pointed out 
that if this was desired it should be done by 
writing the principles of the longshoremen’s law 
into a separate bill for the District of Colum- 
bia instead of applying the act as a whole, and 
in this way the measure could be amended when 
necessary without affecting the longshoremen’s 
law for the country. 

It has been the disposition of the country 
that the Government should be kept out of the 
insurance business, according to Representa- 
tive Underhill of Massachusetts, author of the 
measure which would permit company partici- 
pation. Mr. Underhill argued in favor of his 
bill and pointed out that Senator Blaine’s bill, 
making the longshoremen’s act applicable to the 
District, leaves administration under the Gov- 
ernment. 

It developed at the hearing last week that 
the business men of Washington are behind 
the Underhill bill, while organized labor pre- 
fers the Fitzgerald measure. Willingness to 
waive the monopolistic government feature, if 
necessary. in order to ensure enactment of the 
legislation this session, was expressed by the 
labor group. 


Detroit News and Cincinnati Enquirer 
Giving Subscribers $1 Accident 
Policies 

The Detroit News and the Cincinnati En- 
quirer are offering subscribers a $1 accident in- 
surance policy, the former paper’s contract being 
for a maximum of $10,000 for travel accidents 
and the latter’s being very similar except that 
the maximum is $1000 on accidents and covers 
occupational accidents as well as travel in- 
juries. The policies offered by the Detroit 
News are written by the Federal Life Insur- 
ance Company of Chicago, and those issued 
by the Cincinnati Enquirer are written by the 
National Casualty Company, Detroit. 
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DOWN TO BRASS TACKS ...... 


An extraordinary new book on ‘‘Direct Mail Advertis- 
ing as a Business Builder for Local Fire and Casvalty 
Agents’’! Consider these chapter headings—they mean 
real money to you: 
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1. Why Use Letters?—Reasons, explanations and examples. 

2. The Mailing List—How, when and where to prepare it 

3. The Prospect—His motives and reactions analyzed. ‘T'HiSremarkable vol- 
4. The Letter—Its format, message and objective. ume was compiled 
5. Mailing the Letter—Times, places and methods detailed. — Hato tsi’ 
6. Postal Information—The latest regulations and rules. experience and proved 
7. Following Up the Direct-Mail Appeal—Cashing in on success. ideas. Agents, field 
8. Summary—Personalized advertising, a recapitulation. men, company execu~ 
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advertising directors 
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£. H. TAYLOR TAKES UP NEW DUTIES 
Becomes Claims Attorney for New York 
Casualty Company 

On Monday of this week, Everett H. Taylor, 
resigned as superintendent of 
agencies of the Eureka-Maryland Assurance 
Company, Baltimore, took up his new duties 
as attorney in charge of claims for the New 
York Casualty Company in New York city. 
This move marks the return of Mr. Taylor to 
New York insurance circles after an absence 
of 30 years. 

At various times Mr. Taylor has been with 
the Mutual Reserve Insurance Company of 
New York, the Metropolitan Casualty Com- 
pany, Girard Fire and Marine and Employers 
Liability Assurance Corporation. He went to 
Baltimore in 1915 and became associated there 
with George Kimberly in the insurance business, 
later taking over the agency of the Maryland 
Assurance Corporation when it was first or- 
ganized. When it merged with the Eureka 
Life in 1924, Mr. Taylor went with the com- 
bine and remained with the Eureka-Maryland 
until recently. 

He is a graduate of the law school at the 
National University at Washington, leaving 
with an LL.B. and LL.M. in 1914. In 1926 
he was vice-president of the Baltimore Life 
Underwriters Association and has long been 
active in Masonic affairs, being a past master 
of Sharon Lodge. He takes the place in the 
New York Casua!ty which was vacated by the 
resignation of Leo L. Osborne. 


who recently 


Henry W. Ives & Co. Move Into New 
Quarters 

Ives &- Co., reinsurance special- 
ists located at 75 Fulton street, New York 
city, have moved into new quarters on the 
ground floor of the same building. The office 
space they now occupy fronts on Fulton and 
Gold streets and occupies the considerable 
amount of flooring required by the expanding 
business of the company. Henry W. Ives & 
Company are experts in the handling of rein- 
surance business and their facilities include 
treaty and facultative or excess coverage for 
automobile, general liability, workmen’s com- 
pensation, fidelity, surety, burglary, accident and 


Henry W. 
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ARE YOU MAKING PROGRESS? 


Jf not would you like to know why 
NATIONAL CASUALTY Salesmen forge 
oan continually? A post card inquiry will 

0. 

We have a complete line of Commercial, 
Industrial, Group and Deferred Payment Ac- 
cident and Health policies. A connection with 
this company may be the turning point in 
your life. 


NATIONAL CASUALTY CO. 
Detroit, Mich. 
W. G. CURTIS, Pres. 


























property damage and 
allied lines. The firm, which is headed by 
Henry W. Ives personally, handles the busi- 
ness of the Security Mutual Casualty Company 
and are underwriting managers for the United 
States for excess and reinsurance. 


health, water damage, 


CHARLES S. ASHLEY, JR., MADE 
RESIDENT MANAGER 
Heads St. Louis Branch of Maryland Cas- 
ualty 

Charles S. Ashley, Jr., has been appointed 
resident manager of the Maryland Casualty 
Company’s branch office in St. Louis. 

Mr. Ashley has been general agent of the 
company in New Bedford, Mass., for the past 
six years. He has been in the insurance busi- 
ness for eighteen years as a member of Charles 
S. Ashley & Son. 

He was educated at Peekskill Academy, 
Peekskill, N. Y., and the Colorado School of 
Mines, and for the past three years has been 
president of the Insurance Federation of Mass- 
achusetts and vice-president of the State Agents 
Association of Massachusetts. 

He is a thirty-second degree mason, belongs 
to the Massachusetts Consistory and Aleppo 
Temple Shrine, Boston, and is a Past Exalted 
Ruler of the New Bedford Lodge of Elks, 
past-president of the Rotary Club, New Bed- 
ford, and a member of the University Club of 
Boston. 


Personnel Changes of Century Indemnity 

Richard J. Bond has been appointed super- 
visor of the public official and depository divi- 
sion of the home office bond department of the 
Century Indemnity Company, Hartford. He 
has had an extensive international experience in 
the surety business, covering many years as 
Pacific Coast manager of the Ocean Accident, 
and Canadian manager of the Royal Indemnity. 

James E. Curtis has been appointed field 
manager for the State of Texas, with headquar- 
ters at 1301 American Exchange National Bank 
3uilding, Dallas. For the past few years Mr. 
Curtis has been special agent, operating out 
of the Indianapolis branch office of the United 
States Fidelity and Guaranty Company. 

Guy B. Fallow, formerly of the agency de- 
partment at the home office of the Century, has 
been appointed filed manager in Eastern Penn- 
sylvania, operating out of the Philadelphia 
branch office. 

Paul H. Payne has been appointed field man- 
ager for the State of Iowa, under the direction 
of the Chicago branch office. For the past few 
years Mr. Payne has been a special agent in 
Iowa for the United States Casualty Company. 

Hugh T. Millard, formerly superintendent 
of the bond department of the Century Indem- 
nity at Philadelphia, has been transferred to 
Chicago and will be manager of the Chicago 
bonding office. 


A. J. Forsyth Made Newark Surety Man- 
ager of Standard Accident 
Andrew J. Forsyth has been made manager 
of the surety department at the Northern New 
Jersey branch of the Standard Accident Insur- 
Detroit. 
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ance Company, 


CARL M. HANSEN BUYS INTERNA- 
TIONAL INDEMNITY 
Secures Stock Control of Los Angeles 
Organization 

Carl M. Hansen, who resigned as vice-presi- 
dent and general manager of the General Re- 
insurance Corporation of New York late in 
1927 and who subsequently located on the Pa- 
cific Coast, has purchased stock control of the 
International Indemnity Co. of Los Angeles. 
geles. 

This move gives Mr. Hansen the Interna- 
tional Indemnity, the entire outstanding policy 
liability of which has been bought by the Union 
Indemnity Company and LaSalle Fire Insur- 
ance Company, both of New Orleans, as de- 
scribed in another column of this issue. Whether 
Mr. Hansen will continue the International In- 
demnity as a direct writing organization or 
whether it will become a reinsurance company 
could not be learned as yet. 


Transportation Indemnity Company Will 
Have $1,000,000 Capital 

The Transportation Indemnity Company, of 
New York, which was incorporated to write 
general indemnity insurance, including jewlers’ 
block and kindred lines, is to have $1,000,000 
capital and $1,500,000 surplus. Thirty thousand 
shares have been subscribed for by individuals 
associated with the management, and the re- 
maining 70,000 shares are being offered to the 
public at $28.50 per share ($10 par value). 
William H. McGee is president of the company. 
Early notice of intention to form the Transpor- 
tation Indemnity appeared in THe Spectator 
for January 13, 1927. 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 





Statement as of 
December 31, 1927 


(Condensed from Statement of 
U. S. Treas. Dept.) 


Admitted Assets....... $8,857,801 
COGS. 86 Se ek 1,200,000 
WG. < vnce cs aces 1,409,037 


Fifteen Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 

Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 
Credit Insurance 





Let the Southern Serve You 
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FIRST CHARTS IN FIELD 








NOW READY FOR 1928 


THE FIRE INSURANCE 
saa a Pocket 


Reports on 971 Companies 


No similar work published contains in its main 
tables the statistics for ten years of so many fire insur- 
ance companies as THE POCKET INDEX, which 
gives the transactions for a decade of each company 
in the main tables, with totals and average ratios for 
the period; notwithstanding which, it is the earliest, 
most condensed and smallest statistical publication, 
most convenient for pocket use, that appears in the early 
months of the year, when such information is most 
needed. 

Conveniently Arranged 


The headings of the various tables are as follows: 


Financial Exhibit 


Cash Capital 
Total Assets 


Reserve for Reinsurance 
Surplus Over Capital and Lia- 
bilities 
Income and Disbursements 
Net Premiums Written Losses Paid 


Total Income Expenses Paid 
Cash Dividends Paid 


Underwriting Results 


Underwriting Income Earned 
Losses Incurred Expenses Incurred 


Ratios 
Expenses Paid to Premiums Written 
Losses Paid to Premiums Written 
Losses Incurred to Underwriting Income 
Losses Incurred to Premiums Written 


Business Classified 


The Classification of Business shows Net Premiums 
Written and Losses Paid, in 1927, for each of the fol- 
lowing named classes of business: 


FIRE TORNADO 

OcEAN MARINE HaIL 

Moror VEHICLE SPRINKLER LEAKAGE 
EARTHQUAKE Riot, Crvi,, COMMOTION 


INLAND MARINE AND EXPLOSION 


THE FIRST CHART IN THE FIELD 
THE BEST CHART IN THE FIELD 


Price, per copy, 75 Cents 
(Discounts on quantity orders) 





NOW READY FOR 1928 


The HANDY CHART of CASUALTY 


Surety and Miscellaneous 
Insurance Companies 


Reports on 722 Companies 


Here is the only chart in the market presenting 
casualty and miscellaneous insurance company statis- 
tics in the manner entirely endorsed by practically 
every casualty company and statistician. 


ALL FIGURES on EARNED and INCURRED BASIS 


Important features which are presented in THE 
HANDY CHART in the 1928 edition are: 


UNDERWRITING EXHIBIT DATA FOR THE 
YEARS 1918—1927 


embracing items relating to the stock and mutual 
companies and included in the main tables, under the 
following headings: 


Premiums Earned 
Expenses Incurred 


Net Premiums Written’ 
Losses Incurred 


Ratios of 


Combined Losses and Expenses 
Expenses Incurred to Premiums Written 
Losses Incurred to Premiums Earned 


One Year Exhibits for Other Companies 


Other stock, mutual and reciprocal companies not 
in the main tables are presented in a one year table, 
giving the following information: Name, address, 
secretary, total admitted assets, surplus to policy- 
holders, Net Premiums Written, Total Income, 
Losses Paid, Dividends Paid, Expenses Paid, and 


Total Expenditures. 


The Handy Chart contains reports on every Stock 
and Mutual casualty insurance company, also Re- 
ciprocals and Lloyds as well as important assessment 
accident and health associations. 


THE FIRST CHART IN THE FIELD 
THE BEST CHART IN THE FIELD 


Price, per copy, 75 Cents 
(Discounts on quantity orders) 
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New issue 





70,000 Shares 
Transportation Indemnity Company 


OF NEW YORK 
Capital Stock ($10 par value) 


Transfer Agent: Registrar: 
THE BANK OF AMERICA N. A. CENTRAL* UNION TRUST COMPANY 
NEW YORK NEW YORK 











The following has been summarized by Mr. William H. McGee, President of the Company, from his letter to us: 


The Transportation Indemnity Company of New York has been organized under the laws of the 
State of New York to write general indemnity insurance, including jewelers’ block and kindred 
lines. Its operations will be under the supervision of the Insurance Department of the State of New York as 
well as the supervision of similar departments in other states in which it may operate. 


Company: 


Upon giving effect to the issue and sale of its authorized capital stock, the cash paid in 


Capital and Surplus: 
Capital and Surplus of the Company will be as follows: 


$1,000,000 
1,500,000 


100,000 shares Capital Stock ($10 par)........0..0.0.00 cece ee. 
a oa ass nin a ss ea gk Dee nes © beenns oop aeeuneae 


No promotion expenses of any sort have been incurred by the Company in its formation. 


The balance of the authorized capital stock of the Company consisting of 30,000 shares, not included in this 
offering, has been subscribed for by individuals associated with the management. 


Management: ‘The management of the Transportation Indemnity Company of New York will be in the hands 

of Messrs. William H. McGee, Gresham Ennis, and George C. Bowers, executives of Wm. H. 
McGee & Company, Inc., which has been successfully engaged as underwriters of insurance since 1883 and whose 
business is country-wide. Wm. H. McGee & Company, Inc., have a branch office, an agent or correspondent in 
practically every city of any importance in the United States, as well as agents at points in Canada, in the West 
Indies and in Mexico. Accordingly, Mr. McGee and his associates bring to the Transportation Indemnity Com- 
pany of New York years of experience plus a volume of well diversified business, thus obviating the necessity for 
the pioneering that ordinarily a new company must contemplate. 


Directors: ‘The Board of Directors of the Transportation Indemnity Company of New York consists of: 


. Frederick J. Leary—vVice-President, Central Union Trust 


William Bianchi—Capitalist, New York 
a : Company, New York 


George W. Bovenizer—Kuhn, Loeb & Co., New York 
M. C. Brush—President, American International Corp. Noah MacDowell, Jr.—Banker, New York 
Herman J. Cook—Vice-President, Equitable Trust Co., New William H. McGee—President, Wm. H. McGee & Company 
Cc PD tt—Director, First National Bank of Boston Inc., Insurance, New York 

arl P. Dennett—Director, pare ie ; 
Gresham Ennis—Vice-President, Wm. H. McGee & Company, L. ees pri Eee ae ee Members New 


Inc., Insurance, New York : im, é 

Reg Halladay—Halladay & Co., Investment Bankers, New George P. Rea—Vice-President, Manufacturers & Traders- 
aie Peoples Trust Co., Buffalo 

G. C. House—Vice-President, Providence Washington Ins. E. A. St. John—President, National Surety Co., New York 


Co., Providence, R. I. Alfred P. Walker—President, Standard Milling Co., New York 


Legal proceedings in connection with the issue and sale of this stock are being passed upon by Messrs. Beekman, 
Bogue, Clark & Griscom, Counsel for the bankers, and} Messrs. Davis, Wagner & | Heater, Counsel for the 
Company. We offer this stock when, as and tf issued and received by us and subject to the approval of our counsel. 


Price $28.50 Per Share 





McKinley & Company Clinton Gilbert 


44. Wall Street, New York 2 Wall Street, New York 


The statements in this advertisement are believed by us to be accurate but they are in no event to be construed as representations by us. 
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INSURANCE STOCKS 


All Bids and Quotations Subject to Con- 


firmation 
The following quotations, 


as of April 2, 


> 


1928, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to supply the data: 


Bid 
Alliance Fire : ; 
Morley, Wood & Co., Phila.......... 76 
American Alliance 
Arthur Atkins & Co., N. Y.........- 5 
Curtis & Sanger, N. [ SE PRE Oa 650 
McKinley & “| Ae rae 650 
McClure, Jones & Ras Bis Becseseees 650 
American Equitable 
Henry G. Rolston & Co.,N. Y...... 63 
American Phenix 
W. W. Townsend & Co., N. Y....... 54 
American Insurance Co. of oa 
Arthur Atkins & Co.,N. Y.......... 35 
Miliken & Pell, Newark, N. J........ 3414 
urtis & Sanger, y Sea 34 
McClure, Jones & Co., N. Y.......-- 35 
ij S. Rippel & Co., Newark......... 34 
ollander-Schiffman Co., Newark... . 34 


American Reserve Insurance (ex div.) - 
Hollander-Schiffman Co., Newark.... 95 
American Surety 


Lewis & Co., Hartford......... coswd ~ SSS 
Bankers & Ship ay 
McKinley & Co., N. Y......020006- 550 
Arthur Atkins & Co., N. Y.......... 520 
Bankers Indemnity (Newark) 
es & Pell, Newark, _f J, ope mies 21% 
Henry G. Rolston & Co., tee 21 
A Rippel & Co., Aan ead pars 21% 
Be tar e-Hevt nal Co., Newark. . 21% 
Baltimore-American 
Henry G. Rolston & Co., N. Y...... 84 
Brooklyn Fire z 
Henry G. Rolston & Co., N. Y...... 135 
Perez F. Huff & Co., N. eee 133 
Camden Fire 
Miliken & Pell, Newark, N. J........ 36 
Arthur Atkins & Co., N. Y.......... 36 
McKinley & Co., (a ns 36 
orley, W & Con Ee 36 
Curtis & Sanger, N. Y............-- 36 
McClure, Jones & Go. ts SS 36 
Henry G Rolston & 7 & ae 35 
Hollander-Schiffman Co., Newark. ... 35 
Carolina Insurance 
Arthur Atkins & Co., N. Y.......... 71 
McClure, Jones & Co., ee Sata 
Henry G. Rolston & Co., BEET odre4n* 74 
Commercial Cas. a Co. 
Curtis & Sanger, N. ¥.......ccccce0. 63 
Miliken & Pell, Newark, Tt Bevescuss 62 
J. S. Rippel & Co., ae 6214 
Continental! Ins. 
Lewis & Co., AME. et Siaase ee 87 
City of New York Ins. a 
Arthur Atkins & Co., N. Y.......... 675 
McClure, Jones & Co., “i eee 675 
Constitution Ind. Ins. Co. 
Morley, Wood & Co., Phiia.......... 38 


Eagle Fire, Newark 
Hollander-Schiffman Co., Newark... . 100 


J. S. Rippel & Co., Newark........ 99 

Miliken ‘ss Pell, Newark, gl Rape 98 
Federal Insurance 

Sprene ax commen, IN. Y ...0.000:0 00c000 1050 
Fidelity & Deposit . 

ee a. A ee ee 295 

McClure, Jones & Co., N. Y......... 280 


Offered 
80 


685 


102 
102 


1150 


302 
290 








WE RECOMMEND 


WESTCHESTER 
FIRE 


NATIONAL 
FIRE 


44 Wall Street 
New York City 


Beekman 1663 





McKINLEY & COMPANY 


Members New York Stock Exchange 


























Fidelity and Casualt 
Arthur Atkins & Se 200 
Curtis & Sanger, N. ‘SS SRR S Sale 202 
Lewis & Co., Hartford..........+++ 200 
bia peo A Phenix 
Lewi Co., OO Cee 211 
Fire hasceintien of Philadelpia ; 
Morley, Wood & Co., ge ase es 9 72 
* McClure, Jones & GAIN OY <oce0 0,- 70 
Firemen’s Insurance Co. ‘ot Newark (ex div.) 
Arthur Atkins & Co.,  Y......4.--. 57 : 
Miliken & Pell, and N ( PE ee 5614 
McClure, Jones je) s as 56 | 
Henry G. Rolston & Co., N. ¥....... 5614 
J. S. Rippel & Co., Newark......... 56 ‘4 
Hollander-Schiffman Co., Newark. 56/2 
Franklin Fire 
Curtis & Sanpet, Ni Vics ccccccccess 340 
Arthur Atkins & Co., N. Y.........++ 340 
McClure, Jones & Co., ERE Sane 340 
Glens Falls 
Cartis & Rangel, oF. icc cccececcss 58 
Arthur Atkins & Co. i ere 58 
Lewis & Co., Hartiord......cccosees 58 
Globe & Rutgers 
Curtin @ Samet, WY «oa ssccccesiee 2750 
McClure, Jones & Co., N. Y........ 2750 
Lewis & Co., Haste. ol ocis os-oree.scte 2750 
Great American Ins. Co. (new stock) 
Lewis & Co., Hartford......... canoe 54 
Henry G. Rolston & Co. N.Y...... 5414 
McClure, Jones & Co., N. Y.. PO ee 54 
Crarbte @ Gameer, 0. Y . ccc ccccce: 54 
Guardian Fire Ass. Corp. (new stock) 
Henry G. Rolston & Co.,N. Y...... 110 
Hanover Fire (new stock) 
Arthur Atkins & Co., N. Y.......... 77 
Henry G. Rolston & Co., N. ¥ 7714 
Curtis & Sanger N.Y......... ba 78 
Lewis & Co., TARO... onic evs ciccdes 78 
Halifax Fire 
Morley, Wood & Co., Phila......... 61 
Perez F. Huff & Co., N. Y.......... 63 
Harmonia Ins. Co, 
Arthur Atkins & Co., N. Y.......... 69 
*Home 
McKinley & Co., N.Y. 615 
McClure, Jones & Co., N. YY... - 615 
Lewis & Co., Hartford’. .......<.000es 615 
Henry G. Rolston hee ee aa 617 
Hudson Cas. Ins. 
McKinley & Co., cee re 10% 
Importers and Exporters 
Arthur Atkins & 21 Fi minis ets mewte's 98 
Curtis & Sanger, N. V........c0c00. 97 
McClure, Jones & Go. pda bigraiaievs 98 
Perez F, Huff & Co., oy saad og ease 98 
indegurignes com bool 
Perez F. Huff & Co., N. V.......05- 350 
Morley,Wood & Co., Pidle.odscecos. 350 
Independence Indemnity — stock) 
Morley-Wood & - 5, Ae 35 
Independence Fire 
Perez F. Huff & i nm; F<. 22 
Morley,Wood & a ee 22 
Insurance Securities of oe ew 
Perez F. Huff & Co., 27% 
Insurance Co. of North yo aa 
Morley,Wood & Co., Phila.......... 92 
McClure, Jones & Co. i oe 92 
Lewis & Co., Hartford............. : 93 
Kansas City Life 
Curtis & Sanger, N. Y......cccceve. 1200 
Lincoln Fire 
Hollander-Schiffman Co., Newark.... 112 
Lincoln Life Ins, Co. 
Perez F. Huff & Co., Inc., N. Y...... 120 
Maryland Casualty 
Lewis & Co., Hartford.............. 180 
eS eae 180 
McClure, Jones & Co., N. Y......... 180 
Merchants Fire Ins. Co. 
Arthur Atkins & Co., N. Y.......... 340 
Metropolitan Casualty 
Lewis & Co., Hartford.............. 95 
McClure, Jones & Co., N. Y.... 94 
Milwaukee Mechanics 
Arthur Atkins & _ o ee 53 
McKinley & Co., N. Y.......cccsee 54 
Henry G. Rolston % és. BG Soles 53 
Missouri State Life 
Arthur Atkins & Co., N. Y.......... 90 
Paves F. cata C0. N.Y «..00ic0-000% 90 
National Liberty 
Henry G. Rolston & Co., N. Y...... 200 
National Surety 
McKintes & Co., No i icc cccevcces 330 
Lewis & Co., Hartford. .....cccscces 331 
McClure, Jones & Co., N. Y......... 370 
National Union 
Curtis Ge amget, NOW 6.656065 vs vases 370 
McClure, Jones & Co., N. Y........ 370 
New Amsterdam Cas. . 
Curtis & Satemet, NoYes c5c ces cc es 73 
McKinley @ Gos NOY so e260 e. 73 
New Brunswick Ins. Co. 
Henry G. Rolston & Co., N. Y.C.... 75 
New Jersey Ins. Co. 
LS Rippel & Co., Newark.......... 70 
Curtis & Sanger, N. Y. 70 
McClure, Jones & Cu., N. ne 72 
Henry G. Rolston & Co., N. ae 73 
Milikea & Pell, Newark, ok ee 69 
New York Casualty Co. 
McClure, Jones & Co., N. Y......... 120 
NACH ANOy Or U0g Ne Messcc cesses ccc 122 
Niagara Fire (rights) 
McClure, Jones & Co., N. Y......... 140 
Niagara Fire (ex rights) 
Arthur Atkins &Co., N. Y.......... 140 
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McClure, Jones & Co., N. ¥......... 140 

Henry G. Rolston & “ton eee ine 143 
North River Ins. Co. 

Arthur Atkins & oe "a \ ar pee 300 

Curtis & Sanger, N. ¥......cccssse, 300 

Henry G. Rolston & -: Wer ccuass 310 
Philadelphia National Fire 

Morley, Wood & Co., Phila......... 29 
Pacific Fire P 

Henry G. Rolston & Co., N. Y..... 150 
Reliance Fire F 

Morley, Wood & Co., Phila......... 30 
Republic Fire, Pittsburgh 

Perez F. Huff & Co., N. Y.......... 46 
Rossia Ins, 

Lewis & Co., Hartford.............. 203 
Security Ins. of New Haven (ex rights) 

McClure, Jones & mm Ginosars sina 120 

Arthur Atkins & Co., N.Y ......... 122 
Security of New Haven (Mehts) 

Arthur Atkins & Co., N. Y....... wie 15 

McClure, se = OSS. &. re 15 
St. Paul F. & ns, 

McKinley. & oe Dahle Radin mints 220 

McClure, Jones & ti, ee 220 
Stuyvesant 

Arthur Atkins & Co., N. Y.......... 288° 

McClure, Jones & Co., N. Y......... 280 
Sun Life 

Lewis & Co., Hattford, .0.cceccssec 1990 
Transportation Insurance 

z F. Huff & Co., Inc., N. Y...... 49 

MeClure Jones & Co., i A 49 
U.S. &F 

Curtis & . RN SS iki g's Kwobinis 370 

McClure, Jones & Co., N. Y........ 370 
United States Casualty 

Arthur Atkins & Co.,N. Y.......... 380 
U S. Fire Ins. Co. 

Arthur Atkins & Co., N. Y.......... 380 

Curtis & Sanger, N. Y......ccsseee- 370 

McClure, Jones & Co., N. Y......... 370 

Lewis & Co., Hartford.............. 370 
Universal Ins. Co. 

Arthur Atkins & Co., N. Y.......... 85 

McClure, Jones & Co., i, ea 84 


United States Merchants & ‘Shippers 
Curtis & Sanger, N. 4 pesueecaesees. Se 





Arthur Atkins & Co., N. Y.......... 530 

Henry G. Rolston & Cs, ‘Gs VC. 530 
Victory Insurance 

Morley Wood & Co., ne re 30 
Virginia F. & M 

Arthur Atkins & Co., New York..... 144 

Curtis & Sanger, N. Reais aaxanas. 144 
Westchester Fire 

McKinley & Co., N. Y 86 

Curtis & Sanger, "N. ¥ 85 

Arthur Atkins & Co., 86 

Henry Rolston & Co, N 85 

HARTFORD STOCKS 

Aetna Soman rd Guaety (ex rights) 

Conning & On ae segee.. ne 

Lewis & Co., Hartford........ccece. 910 
= Casualty and we! (rights) 

Conning & , Hartford..... “tence. Saee 

Aetna Insurance (Fire) 

Conning & Co., Hartford............ 855 

Curtis & Senger, N. V.....ccccecee. 860 

Lewis & Co., Hartford..... AOR eet 860 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 860 

Lewis & Co., Hartford........... — 
Automobile Insurance 

Conning & Co., Hartford............ 410 

Lewis & Co., Hartford....... 222221: 410 
Conn, General Life 

Conning & Co., Hartford............ 1810 

Lewis & Co., Hartford.............. 1810 
Hartford Fire 

Conning & Co., Hartford............ 840 

Lewis & Co., Hartford.............. 840 
Hartford Steam Boiler 

Conning & Co., Hartford............ 760 

Lewis & Co., Hartford.............. 765 
National Fire 

Conning & Co., Mastigrt Pes Sweeter es 1210 

Lewis & Co., aa cae 1200 
Phoenix Insurance 

Conning & Co., Hartford............ 835 

Lewis & Co., Hartford.............. 835 

Henry G. Rolston & eS ee ee 835 

Curtis & Sareer oN. Woo. oh ccccc cess 830 
Travelers Insurance 

Conning & Co., Hartford............ 1740 

Lewis & Co., Hartford..... Peer Saas 1740 

Cartis & Sanger, N.Y... .....0000; 1740 

NEW ENGLAND STOCKS 

American Investment Securities Co. 

Chas. A. Day & Co., Inc., Boston.. 16 


Boston Casualty 
Chas. A. Day & Co., Inc., Boston.... 15 
Boston Insurance 


Chas. A. Day & Co., Inc., Boston.... 1100 
Lewis & Co., Hartford............6. 1100 
Capitol Fire Ins. Co. 
has. A. Day & Co., Inc., Boston: 
ahi ee Ly Se Ee 95 
RAWMMOIMD 5. 5.2/ecicicls cee sen vae-caets 285 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston... . 350 


Mass. Bond & Ins. Co. (new) 

Chas. A. Day & Co,, Inc., Boston.... 490 
Mass. Title Ins., Pfd. 

Chas. A. Day "& Co., Inc., Boston.... 25 
New England Fire 

Chas, A. Day & Co., Inc., Boston.... 58 
New Hampshire Fire 

Chas, A. Day & Co., Inc., Boston.... 520 
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1 Insurance 
a er & Co., Inc., Boston.... 275 


idence- Washington 
Wt Day & Co., Inc., Boston.... 800 835 
McClure, Jones & Co., N. Y......... 820 840 


Springfield Fire and Marine (new) 
Chas. A. Day & Co., Inc., Boston ... 215 225 


ited Life and Accident Ins. Co. 
"i. A. Day & Co., Inc., Boston.... 33 38 


New Fire Company in Hoboken 

The Banking and Insurance Department of 
New Jersey, on February 29, 1928, chartered 
the Fire Assurance Corporation of New Jer- 
sey. The home office of the company will be 
located at 68-70 Hudson street, Hoboken, N. J. 
It will be the only company having its home 
office in that city. The capital stock, consisting 
of 20,000 shares, par value $10, will be sold at 
$25.00 per share. 

The following well-known men are the in- 
corporators: M. Edward Verdi, C. L. Edinger, 
D. G. Marotta, Edward Johnson, Chester D. 
Bogert, J. A. Pulis, Edward I. Edwards, Jr., 
John Via Cava, Joseph Scott, G. E. Bogert, M. 
A. Fitzpatrick, Kenneth S. Walker and L. S. 
DuFour. 
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MILLIKEN & PELL 


9 Clinton Street 
NEWARK, N. J. 
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Milwaukee-Mechanics 
Guardian Fire Assurance 


North River Ins. Co. 





HENRY G. ROLSTON & CO. 


30 Broad Street 
New York City 
Phone: Hanover 1114 





























FOREIGN NEWS 











Argentina.—Industrias & Finanzas’ of 
Buenos Aires, in its issue of February, 1928, 
publishes a compilation of figures covering the 
results of 89 domestic Argentine insurance com- 
panies whose balance sheets had appeared up 
to September 30, 1927. These figures do not 
include any mutuals, nor 29 companies of re- 
cent origin, which had not published their bal- 
lance sheets; nor 4 companies in liquidation. 
This will not materially affect the results, as 
far as the picture as a whole is concerned (all 
figures in Argentine gold pesos at 98 cents 
American gold). 

The total paid-up capital of the 


OP COMBAMIES, TB. onecssie oc cs.0s « 69,532,950 
Reserves of all kind amounted to 142.856,365 
Gross pre. inc. (all branches).... 113,932,834 
CUES, Dra hoe os 2 cele ao ete d 8,619,397 


Inasmuch as income from investments, sale 
of stocks, real estate and other sources was 9,- 
378,686 the underwriting showed a loss. 

The profit of 8,619,397 was divided as fol- 
lows: Dividends to  stockholders,. 4,835,159 
(52.95 per cent); passed to various reserves 
2,660.817 (26.10 per cent) ; and 1,643,006 (17.95 
per cent) was used for various amortizations, 
bonuses, etc. 

The profit on the paid-up total capital was 4.7 
per cent and on capital and premiums 2.5 per 
cent. 

Of the 89 companies, 39 did not pay a divi- 
dend; 46 have a paid-up capital of less than 
500,000; and 6 of less than 100,000. Of all, 
41 companies are less than 10 years old, to 
which must be added the 29 not included in 
these statistics, showing the enormous number 
of new enterprises. 

La Previsora, transacting life, fire and ma- 
rine business, has the largest capital with five 
million. It is in its forty-fourth year. Sud 
Americana, writing life business only and in 
its fifth year had the largest premium income 
with over 7 million and reserves of over 23 mil- 
lion, while Immobiliaria (in its thirty-third 
year) and Rosaria (in its fortieth year) paid 
the largest dividends with 20 per cent. 

The poor showing is attributed to an over- 
supply of companies for a very limited market, 
which in turn leads to cutthroat competition. 
The end is not as yet in sight and things will 
get worse before they will get better. The 
chief need is a fundamental insurance law, pro- 
viding for a minimum capital of 500,000. For- 
eign companies also must be restricted and the 
establishing of new foreign companies in the 
market must be made difficult. Existing do- 
mestic companies should be given a period of 
time to bring their capital up to adequate 
amounts and companies too weak to do this 
should be eliminated. 
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Albany Legislation 

AtBany, N. Y., April 4.—Thirty-day bills, 
signed by Governor Smith, amending the in-- 
surance law, are: 

Assemblyman Rogers, amending section 143, 
by increasing the fees for brokers’ certificates 
of authority in large cities, and authorizing the 
Superintendent of Insurance to require personal 
written examinations for such certificates. An 
appropriation of $25,000 is carried in the act, 
to meet the cost of additional clerical help in 
the State Department, necessitated by the law’s 
enactment. (Chapter 637.) 

Senator Wales,’ amending section 34, in rela- 
tion to taxation of foreign corporations and in- 
surers, by excluding from taxable premiums, 
premiums for total and permanent disability 
and accidental death benefits, included in life 
insurance policies, and also in relation to pre- 
miums taxable against foreign life insurance 
corporations. (Chapter 683.) 

Senator Whitley’s, amending section 133, in 
relation to payment of tax by agents of foreign 
insurance corporations, to treasurers of a fire 
district, established under county or town laws. 

Bills amending the workmen’s compensation 
law have been signed by Governor Smith, as 
follows: 

Assemblyman Cooke’s, adding new section 
24-a, providing that no person, firm or corpora- 
tion shall represent a claimant before the State 
Industrial Board unless he is a citizen, and 
licensed by the Commissioner, the fee not to 
exceed $100 a year. Attorneys are excepted. 
(Chapter 749.) 

Assemblyman Cooke’s, amending group 18, 
section 3, in relation to hazardous employments, 
by including all other employments, notwith- 
standing the definition of employment in sub-— 
division 5, section 2. (Chapter 755.) 

Senator Truman’s, amending section 90, in 
relation to the purposes of the State Insur- 
ance Fund. (Chapter 750.) 

Senator Fearon’s, adding new section 19-b, 
making it a misdemeanor for a physician or 
surgeon, employed by a State Department, to 
solicit or treat any claimant, or to operate any 
clinic, or recommend that a claimant be treated 
by any physician. (Chapter 752.) 

Senator Truman’s, amending section 126, by 
providing that an itemized statement of ex- 
penses of administering the workmen’s com- 
pensation law shall be open to public inspection 
in the office of the State Commissioner for 
thirty days after notice to the carrier and 
employers, before the Commissioner makes an 
assessment upon them. (Chapter 753.) 

Senator Truman’s, amending subdivision 2, 
section 3; subdivision 3, séctions 14, 15, 20, 22, 
23, 28, 40 and 45; subdivision 4, section 54 
and section 110, in relation to occupational 
diseases, to amputation of the arm or leg, to 
hearings of claims, modification of awards, 
appeals, time limits, notice to employers, and 
other matters. (Chapter 754.) 

Senator Truman’s, adding new sub-division 
3-b, section 50, by providing that persons or cor- — 
porations, other than an attorney, engaged in 
representing self-insurers on compensation 
claims, must be citizens, and the corporations 
organized in this State, and must be licensed 
by the Commissioner. (Chapter 584.) 
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Overcoming Obstacles: A Test 


By Wiitram C. Morton 


obstacles to overcome. And this is to 

be expected. Time does not always 
hand us prosperity, and be it remembered that 
“prosperity deceives while adversity is our best 
instructor.” When we are meeting with what 
seems to be constant success, we are apt to 
think that we know just a little more than we 
really do. It would be very fine indeed to always 
meet with unbounded success, but fortunately 
this is not always the case. It seems to me 
that one of the greatest disadvantages that 
could befall any human being is to meet with 
too much success early in the game. Too much 
of the good thing is apt to give a debit man 
the idea that he can make it without the effort 
that would otherwise be possible. When a man 
fails to meet early obstacles, he will be more 
than likely to meet with early failure, because 
when he does begin to have obstacles, he will 
begin to get “weak kneed.” So I know beyond 
any shadow of doubt that overcoming obstacles 
on the debit is one of the very best tests of 
character. No one can deny that. 

An obstacle may be likened, figuratively, to 
a mountain from which we can'draw some won- 
derful lessons. For instance, there is no great 
mountain in the world that has a natural, easy, 
and smooth road with an easy grade from its 
base to its summit. There never has been and 
never will be a mountain like that. Mountain 
climbing requires some hard work. So do ob- 
stacles. It involves getting around or at least 
removing many obstacles that stand in the way 
on the upward and onward road. Every debit 
man will encounter similar difficulties, obstacles 
and resistance on the way to success. One of 
the best book agents that I have ever known, 
told me that the secret of her success was never 
brighter than when she began to meet ob- 
stacles. She said that she liked to match her 
wits with others and she did not feel that she 
had really made a sale unless she had to call 
in a great deal of her reserve force. The lady 
about whom I am speaking is an English woman 
and is a leader in her chosen work. So should 
debit men realize that unless they are able to 
sell insurance in the face of obstacles, they are 
not salesmen but merely “order takers.” We 
need a certain amount of obstacles in the pres- 
entation and sale of industrial insurance or we 
cannot be technically called salesmen. Bear 
that thought in mind. 

In climbing any high mountain, the first thing 
that must be done is to make a definite plan. 
No man ever has or ever will do much unless 
he really has a plan, a goal or something toward 


D EBIT men will frequently have many 





which he is striving. The man without a goal 
will never arrive anywhere in particular and 
should ,he by chance attain a certain degree of 
success, he would not realize it because he had 
not planned for it or was in other words unpre- 
pared. Make a definite plan for the year, 
by the days, months and years and make it an 
absolute certainty that you reach your goal. 
If you were going to climb to the top of Mt. 
McKinley, you would first have to get some 
kind of a definite conception of the equipment 
necessary. So must a debit man have a definite 
knowledge of his own business. 


PROPOSE IN ADVANCE 

And remember this, debit men, if you cannot 
pass or overcome the obstacles, you have already 
failed. In order to make your success abso- 
lutely assured, you must first ascertain some 
dependable ways to overcome the things that 
stand in your way. And it is just this advance 
knowledge that will make them seem less for- 
midable when you do attack them. Be pre- 
pared in advance. Learn to know what difficul- 
ties you will have to encounter. Have a method 
of attack before you ever come in touch with 
them. Then when you do come in touch with 
them you will have already won half the vic- 
tory because you were prepared. “An ounce of 
prevention is always worth a pound of cure.” 
Be prepared for the things that will invariably 
overtake you and when they do overtake you, 
come out a winner by being prepared in ad- 
vance for them. This is one of the surest 
ways of assuring success. 

Another thing in connection with mountain 
climbing that it would be worth your while 
to remember is this: No great mountain peak 
has ever been scaled by a novice or one igno- 
rant of the science of mountain climbing. But 
an expert mountaineer learns from climbing one 
peak just how to scale another one. Practice 
makes perfect. He develops with great accu- 
racy every peak that confronts him. And he 
proves repeatedly that what would be a fail- 
ure to a novice is a certainty to him because 
he has specialized. He takes even the most 
difficult ascent with absolute confidence in his 
own ability and integrity. No man on the debit 
will be able to even hold his own unless he 
knows first that he wants to succeed and sec- 
ond just how to do it. And in the third place, 
he must have the energy and the determination 
to make a success of the venture. All the 


knowledge in the world is powerless unless he 
has grit and determination. 
The things just recited have been for but one 
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of Character 


purpose and that is to inspire confidence in 
debit men. The greatest lesson that any man, 
regardless of what he may be attempting to do 
is this: It can be done. The first question 
that should concern an ambitious and a deserv- 
ing man is this: Should it be done? Admit- 
ting that it should, there is but one thing left 
to do and that is to determine that it will be 
done, regardless of what may come or go. Be- 
lieving a thing possible is the first requisite. 

The first lesson that debit men should learn 
is that it is only natural for prospective policy- 
holders to raise objections. There are very few 
prospects, regardless of how masterly a case 
has been presented or how urgent its necessity 
has been shown but what will have some ob- 
jection to offer and this is the very first ob- 
stacle to be overcome. And it may be that his 
resistance to your sales talk is only a precau- 
tion on his part. And it does not always in- 
dicate down right opposition. He may be merely 
seeking information. A debit man should there- 
fore, be very careful about the answer he 
makes. Learn just how to ascertain a case 
where only information is sought and when 
you see that is the object, do not hesitate to 
give it in a friendly sort of way. Every pros- 
pective policyholder objects because he is on 
the defensive. He thinks he is defending him- 
self and perhaps he is. Let him do that but 
be such a master of the situation that you will 
know just the right answer to make. He begins 
to feel that you know your business and that 
you are actually about to win in the battle 
of wits. And here is a comforting thought for 
debit men: The very moment he begins to raise 
objections, he begins to show a sign of being 
uncomfortable. He is feeling the power of 
your logic. He sees that you “have him go- 
ing” and the very fact that he makes an ob- 
jection is the surest sign in the world that you 
are on the road to success. I wish it were 
possible for me to drive that lesson home to 
every insurance man. The very fact that an 
objection has been raised is a sign that you 
are making a success thus far. And instead of 
causing you to have “cold feet” just the opposite 
should be. the case. Get yourself warmed up 
when he begins to feel the warmth of your 
arguments. Get on your fighting clothes and 
prepare for the battle. Make a success which 
in a case of this kind is an absolute challenge 
to you. When you begin to meet objections 
and obstacles, just be reminded of the caption 
which heads this article, which is that every 
obstacle is but a test of character. 

It is passing strange how some people meet 
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difficulties. Some treat them as alibis, while 
others take them as a challenge to their ability. 
Which do you do All some people are look- 
ing for in this world is an excuse for not mak- 
ing a success. They are the type who are 
always bewailing and bemoaning their luck. 
They should see how conspicuous their pluck 
is for its absence. And it should certainly be 
a matter of consolation to know that only by 
exercise can men become strong. There has 
never been a strong character to adorn the 
pages Of history who did not have numerous 
obstacles to overcome. No better illustration 
of this could be given than that of Abraham 
Lincoln. the man who fought difficulties all his 
life. “Honest Abe” he was called and all I 
am sure because he met and overcame his 
greatest difficulties. It would be a great thing 
if all insurance men could learn that they 
may profit from their troubles if they only will. 
And the debit man who does not profit from 
thm will not profit from anything else. It 
has been very truthfully said that “publicity 
attracts friends, prosperity attaches them, while 
only adversity is the acid test of true friend- 
ship.” A wonderful truth. 


MaKkE PoLicyHOLDERS YouR FRIENDS 

If you want to know who your real friends 
are, see how many of them rally to your sup- 
prt when the clouds of failure are hanging 
high over you and when they seem so thick 
that the proverbial silver lining cannot be seen. 
That is the real test of friendship. And there 
isno other infallible test like unto that. If a 
person likes me just because some prominent 
member of society and business does likewise, 
he will be’ the first to forsake me when my 
prominent friend does. And that is not friend- 
ship on either side. Debit men will have many 
occasions for being really true friends to their 
plicyholders find themselves in such situations. 
And you cannot expect your policyholders to 
be your friends unless you deserve it, and you 
cannot deserve it unless you prove it all the 
time. This is an undisputable fact that cannot 
be avoided. You must want your prospect to 
be absolutely satisfied with that which you pro- 
pose to him. Therefore, you should welcome 
every chance to convince him that the company 
you represent and the line of policies you have 
to offer will stand the most rigid test that he 
tan put them to. In addition to that, you must 
convince him that your own ability and knowl- 
edge of the proposition may be put to the 
severest test. In fact welcome it. But do not 
make the mistake of welcoming something that 
you cannot make good. “Do not be weighed 
in the balances and found wanting.” Be able 
to deliver the goods and always have just what 
you advertise. An objection affords you an 
opportunity to overcome it, and so_ both 
strengthen yoor proposition and at the same 
time help to weaken his Own resistance. 

Some one has said that we should “never 
trouble trouble until trouble troubles you,” and 
so far as the debit is conerned, I would make 
this interpretation: Do not be foolish enough 
to bring up objections which the prospect has 
never thought of. Learn to be content only with 
the ones he submits to you. To act as thus out- 


lined would be but the putting up of a straw 
man and knocking him down, which is not only 
profitless but also unconvincing. You gain 
nothing by a course of this kind. In fact you 
are the loser. It is obvious that you must clear 
the path when it-is full of such rubbish as diffi- 
culties; but it must be remembered that when 
you offer an objection that the prospect has 
never thought of, that you are merely blocking 
the way with your ownself. Stay out of your 
own way. And there are times when it may 
be advisable to not clear the path. If you can 
diplomatically get around a difficulty without 
attracting too much of your prospect’s attention 


to what you are doing, you will be acting the 


part of wisdom by going some other way to your 
goal. Do not do any unnecessary amount of 


work. 


ANTICIPATE OBSTACLES 


A final thought: Every difficulty and ob- 
stacle that you may encounter can be anticipated. 
And by that, I mean this: There is not a single 
objection, difficulty or obstacle that will ever 
confront you but what can be prevented if you 
will only anticipate in advance just what that 
is and learn how to think through it before you 
get to it. Do not, if you wish to succeed, wait 
until you come face to face with any difficulty, 
before being prepared to overcome it. Let your 
forethought carry you imaginatively into just 
such a situation. Think yourself out of a 
possible difficulty before you actually get into 
it. I believe that a man cannot only think 
himself into sickness, but that largely through 
the power of thought, he can think himself 
through every difficulty to which all debit men 
are heirs. If that were not so, I am sure, the 
Bible would not say: “As man thinketh in 
his heart, so is he.” If you think you are a 
failure you are. If you think you can do what 
others have done, and then back your thinking 
up with a little “elbow grease,” you can. Think 
through your obstacles before you get to them. 
Then meet them with a smile and you will be 
able to wave the flag of victory over the camp 
of the enemy—failure. Unless you do this, 
failure is inevitable. With it, success is doubly 
assured. Your debit and yourself are just what 
you make them. 


Western and Southern News 


Superintendent M. Gatto, of the Chicago- 
Englewood District of the Western and South- 
ern Life Insurance Company, Cincinnati, died 
March 25 after an illness of only a few days. 
He had been with the company since April 17, 
1922, serving in Cincinnati, Fort Wayne, and 
Detroit before assuming charge of the Chicago 
office. 

Wm. Scholtz, of the mortgage loan depart- 
ment, died March 27 of double pneumonia. He 
was a World War veteran and had been with 
the Western and Southern for nearly ten years. 
Mr. Scholtz served in the Three Hundred and 
Thirty-second Infantry, Company C, Ejighty- 
third Division. His first active duty was in 
France. Later his company was transferred to 
the Italian sector, where he took part in many 
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battles, the most notable being the Battle of 
Piave River. 

Former Assistant Superintendent Edward A. 
King of the Detroit north district has been 
appointed superintendent at Wyandotte, Mich. 

T. DeWitt Clark, formerly assistant super- 
intendent at Bay City, has been rewarded for 
a long period of service by his appointment 
as superintendent at Royal Oak, Mich. 


J. D. Craig Speaks at London Life Opening 
J. D. Craig, actuary of the Metropolitan Life 
Insurance Company was the official representa- 
tive of the United States companies operating 
in Canada at the recent opening of the London 
Life new head office building. 
In the course of his remarks Mr. Craig said: 


It is very fitting that the largest industrial 
insurance company across the line should be 
present at the opening dinner of the largest 
industrial insurance company in Canada. We 
have much in common—we share our mutual 
woes and our mutual troubles—we sympathize 
with one another—we feel for one another— 
and all these years we have been traveling the 
same road. 

It was not so long ago—in 1891—that my 
company went through the same experience 
that you are going through now. We erected 
a new building. We had $250,000,000 of insur- 
ance in force the same as you had—we had 
doubled our business in the last five years, the 
same as you had. Possibly our reputation was 
not as great as yours is now, but otherwise we 
were about the same, and we had a growing 
country before us. 

When I look back and see what has happened 
since 1891, since that new building has been 
finished, I cannot help but realize that it can- 
not be very long at your rate of increase before 
the suggestion made by Mayor Wenige will be 
true—before you will have to add on to this 
building and take in the whole block. And the 
companies in the States wish you success in 
your development. We desire, as we always 
have, to be of assistance and co-operate with 
you and you with us, and I am sure that all 
the companies across the line are with you in 
spirit today. My own president just before I 
left sent me word to be sure and remember 
him to you and to give you his congratulations 
and best wishes. 


RAPID PROGRESS 


The service which the Massa- 
chusetts Mutual has rendered to 
its policyholders and representa- 
tives is reflected in the Company’s 
rapidly increasing business. Mean- 
while there has been no deviation 
from the sterling principles for 
which this organization has been 
noted during the past seventy- 
seven years. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 
More Than a Billion and a Half 


of Insurance in Force 
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Colcord BIldg.. OKLAHOMA CITY, OKLA. 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 





THE GERMAN OFFICES 1926 
LIFE TABLES 


An English edition of The German 
Offices 1926 Life Tables, prepared by 
the Association of German Life As- 
surance Companies, has been issued 
by the German Society for Insurance 
Science. The contents of the 1926 
Life Tables are shown by the follow- 
ing chapter headings: 


I. Introduction. 


II. The Construction of New Mortality 
Tables by the Association of German 
Life Assurance Companies. 


III. Aggregate and Select Tables. Their 
Nature and Their Value in Practice, 


IV. Arrangement of the Tabulated Func 
tions for the Final Life Tables. 


V. Exposed to Risk and Deaths for Every 
Entry Age and Duration. 

VI. The Aggregate Life Table. Elementary 
and Monetary Functions 4 Per Cent. 


VII. The Select Life Table. Elementary and 
Monetary Functions 4 Per Cent. 


The German Offices 1926 Life Tables 
may be obtained through The’ Specta- 
tor Company at $8 per copy. Actuar- 
ies and the actuarial departments of 
life insurance companies will dotbtless 
desire to add this publication to their 
insurance libraries. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 














L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 











E. H. BURKE & COMPANY 
INSURANCE COUNSELORS AND ACTUARIES 
205-212 Old Colony Bullding 37 W. Van Buren Street 
Phone 2805 


Chicago, Illinois 
Our services are, available (or all kinds of actuarial work and 
rate books compiled or eva, policy forme some nln 
sotee 
cae constructed, ac- 











HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omaha 








JAMES R. COTHRAN 
Consulting Actuary 


306 Candler Building 
ATLANTA, GA. 











A NEW BOOK!! 


Liability of Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 


PRICES 
Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
le . 875 100 ** .. 30.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Selling Policies to Young Men 


By Frank H. Wiiiams 


successful in selling policies to young 

men—youths who are just out of college 
or who have just a short time before attained 
their majorities. 

How do these life insurance salesmen put 
such sales across? 

No doubt it will be interesting and profitable 
to various life insurance salesmen to consider 
some of the methods used by various enterpris- 
ing life insurance agents in making such sales, 
as in this way other life insurance agents will 
probably be able to secure worth-while ideas 
and suggestions which they can use to good ad- 
vantage in their own businesses. 

‘IT find my biggest aid in selling policies to 
young men,” said one live wire western life 
insurance salesman, “is to show them that the 
possession of life insurance policies will be of 
distinct aid to them in getting ahead. 

“The average young man of the present day 
is, I find, quite ambitious. He is not only 
ambitious to get ahead but he also wants to get 
ahead just as speedily as he possibly can. To 
such a young man, then, when I try to sell in- 
surance to him I say something like this: 

““Of course you want to do the things which 
will enable you to get just as far ahead as you 
possibly can in the shortest possible length of 
time. What will be the biggest help to you in 
doing this? I believe you must rank the posses- 
sion of a life insurance policy as one of the 
biggest possible helps for a number of reasons. 

““In the first place when you are purchasing 
a life insurance policy you must save money 
regularly. And this is a tremendously impor- 
tant proposition for the young man and a sure 
help to him in climbing higher. 

“Tn the second place you must convince the 
older men with whom you come in contact that 
you mean business. You’ve got to make the 
older men see that you’ve got your feet firmly 
planted on the ground and that you intend to do 

everything possible to win success for your- 
self. And what better way of doing this than 
by showing the older men that you already have 
taken out a good amount of life insurance? 

““And in the third place, you’ve got to 
learn quickly just what money is worth and 
what you can do with money. In other words, 
you've got to learn the value of money. And 
I fully believe that one of the best ways of 
doing this is by buying a life insurance policy 
and taking note of what you get for your 
Money. 

“*That’s why I want to sell you a life insur- 
ance policy—because you’re an up-and-coming 
young fellow of the type that is bound to make 
a success if you just get the right sort of a 
start. And I’m fully convinced that just about 
the best sort of a start for you will be for you 
to purchase the sort of a policy I want to sell 
you.’ 

“That line of talk generally makes a deep 
impression on the young fellows because it is 
just the sort of stuff they want to hear. And, 
as the result, I often put over a lot of sales 


Ss insurance salesmen are particularly 


that, otherwise, I’d probably not be able to 
make at all.” 

Which may, perhaps, offer some good sug- 
gestions to other enterprising life insurance 
salesmen. 

Another salesman who has made a splendid 
success in selling life insurance in a compara- 
tively short length of time, had this to say about 
the proposition of selling to young men: 

“I find that the majority of young fellows I 
bump up against are quite sold on the proposi- 
tion of getting life insurance. I don’t have to 
talk them into seeing the wisdom of purchas- 
ing insurance. They already realize that it is 
the wise thing for them to do and they are 
generally perfectly willing to go ahead and 
sign up except for one thing. This one thing 
is the fact that they are afraid that if they do 
sign up to buy life insurance they won’t be 
able to pay for their purchase without depriv- 
ing themselves of some of the good times they 
feel they want and that they feel they are 
entitled to. 

“For instance, just the other day I ran 
across a young man of this type. He had a 
good job at a filling station and was having a 
good time out of life but, at the same time, he 
felt that he should be doing something in the 
way of looking toward the future. 

“At first when I talked to this young fellow 
he told me there was nothing dcing at present. 
He said he was buying an automobile on the 
installment plan and that it would take him 
another year before he was through with all 
the payments on the car and he said he didn’t 
feel that he could afford to do anything until 
the car was paid for. 

“On the face of it this made it look as 
though the young man wasn’t a very good pros- 
pect for me at all. But I decided to make 
a stab at selling him right away, anyhow. But 
how could I put the sale across? 

“T thought the matter over carefully and 
quickly and finally hit on a plan that I thought 
would turn the trick. 

“‘You’ll never be able to get out of your car 
all that you put into it, will you?’ I asked. 

“ ‘Not in money,’ was the reply. ‘The depre- 
ciation on cars is pretty fierce. But I will be 
able to get more out of it in the way of good 
times.’ 

“‘Sure,’ I answered, ‘and if you put some 
money into life insurance you'll get more out 
of what you invest than you put in, too, and it 
will be in real money. Don’t you think it 
would be a good plan to make up for the depre- 
ciation on your car by buying something which 
will bring back more money than you put into 
it? Why not buy life insurance and make your 
expenditures a fifty-fifty proposition—part of 
your expenditures being for something where 
the returns are big in fun but bum in money 
and part in something where the returns don’t 
mean much fun right now but which will mean 
much fun and more money in the future?’ 


“That proposition sounded like good logic 
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to this particular young fellow and he bought 
the policy at once. 

“And that’s the way I put over other sales 
to young men—by being absolutely and soundly 
logical and reasonable with them at all times. 
The young man of to-day is a pretty clear, 
pretty clever thinker and so when I appeal to 
him with sane, logical stuff I generally put my 
sales arguments across and make the sales.” 

Which, too, may offer some worth while ideas 
and suggestions to other enterprising life in- 
surance salesmen. 

A third successful life insurance salesman 
told about his methods of selling to young men 
in these words: 

“I often find that my best bet in selling to 
young men is to tackle them with exactly the 
same sort of arguments that I employ in selling 
to older men. 

“In putting up these arguments to the young 
men I generally say something like this to them: 

“Tm going to talk to you just like I’d talk 
to a man of about forty years or so of age. 
I find that the young fellows of the present 
generation are just about as much developed 
at your age as older men are at forty so you'll 
appreciate what I’ll say to you just as much 
as a man of forty would appreciate it.’ 

“This flatters the average young man and 
puts him in a very receptive mood toward what 
I say to him. And the result of this is that I 
put across numerous sales to young men that 
I’m convinced I’d never make at all if I talked 
down to their ages instead of talking to them 
like grown-ups. A little subtle flattery along 
this line is relished by most young men, I find.” 

Interesting, isn’t it? 

And aren’t there some worth while ideas and 
suggestions in all this that other enterprising 
life insurance salesmen could use to good ad- 
vantage in making more sales to young fellows? 


Build an Ordinary Debit 

When an agent knows his debit, he can 
always pick out some family in which he can 
write an additional industrial application. 
Watch an old-timer turning the pages of his 
collection book, making notes of the folks he is 
going to canvass during the day. He'll pick 
out six or eight calls, write the names on a slip 
of paper, close his collection book with a bang 
and start out on the job. He knows where he 
is going and what he is about. 

He just knows that he will close two or three 
cases out of six calls and get a good day’s re- 
sults in industrial. He can do the same thing 
any day. The debit is an inexhaustible source 
of business, there is always some place where 
more can be written. 

Old policyholders are the most readily avail- 
able prospects. 

The same principle holds good in ordinary. 
An ordinary debit will yield new business in 
the same proportions as an industrial debit if 
it is thoroughly canvassed. 

You have no ordinary debit? 
swer is—build one. 

You don’t have to start on a straight can- 
vass to build an ordinary debit like your in- 
dustrial debit was built. You have “the mak- 
in’s” of an ordinary debit right in your col- 
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lection book. Make six ordinary canvasses per 
week on the heads of the families and the em- 
ployed people on your debit. Before very long 
you will have fifty ordinary policyholders and 
eventually an ordinary debit of a hundred pol- 
icyholders. 

Make it a regular ordinary debit. There is 
plenty of room in your collection book to list 
your ordinary business. When you have an 
ordinary debit with from fifty to a hundred 
policyholders, you have a debit that will yield 
ordinary as regularly as your industrial debit 
yields industrial. 

Canvass and cultivate your ordinary debit. 
Think what an assured regular income an ordi- 
nary debit means. It will produce as much in- 
come as your industrial debit if you will give 
it equal attention. Write a thousand on your 
ordinary debit for every dollar you write on 
your industrial debit. It will cost you nothing 
except a little extra trouble figuring out your 
extra income tax.—Western and Southern Field 
News. 


C. G. Winter Dead 


INDIANAPOLIS, IND., March 31.—Dr. Carl G. 
Winter, former president of the Public Sav- 
ings Insurance Company of Indianapolis, who 
retired from the insurance business when the 
company was taken over by another company 
several months ago, died at the home of his 
daughter, west of Indianapolis, March 26. He 
had been ill two weeks. He was born in Shelby- 
ville in 1873 and attended Wabash College and 
later the Electric Medical College in Cincin- 
nati, O. He practiced medicine in Indian- 
apolis for several years. He was active in bene- 
volent and civic affairs and at one time was 
president of the Indianapolis Optimists Club. 
He retired from the practice of medicine in 
1917 and became head of the insurance com- 
When it was sold, he did special organ- 
work for the National Lincoln 
During the war he was 
as one of the 


pany. 
ization 
Insurance Company. 
selected by the government 
speakers urging food conservation and toured 
several States. He retired in August, 1926, be- 
cause of ill health. 


Life 


H. J. Lohman Joins Paul Loder 


PHILADELPHIA, PENNA., April 2.—In an- 
nouncing that Dr. Harry J. Lohman, of the 
University of Pennsylvania, author of Taxation 
and a colleague of Dr. S. S. Huebner, had 
agreed to devote his time exclusive of his col- 
lege work as taxation expert for the Philadel- 
phia agency of the Provident Mutual Life, Paul 
Loder, manager of the agency, declares that 
“the day has gone by when life insurance can 
be handled entirely by life insurance men.” 

The Philadelphia agency of the Provident 
Mutual is one of the Jargest—if not the largest 
—in Philadelphia. It has $100,000,000 of life 
insurance in force and collects something like 
$4,000,000 a month in premiums. 

Mr. Loder made it plain that Dr. Lohman 
does not pretend to be a life insurance expert. 
His sole connection with the agency will be to 
advise on taxation problems. 


The High Cost of Lapsing 


who, in the end, suffers the greatest loss 

whenever a policy is lapsed, is invariably 
the policyholder. The agent suffers loss of 
earnings; the company, loss of business; but 
the policyholder suffers loss of protection many 
times greater—often more than two hundred 
times greater than the amount of premiums re- 
quired to keep the policy in force. 

Bring this home to your delinquent policy- 
holder. Point out that he may be sacrificing 
protection of one hundred dollars or more—for 
the sake of saving the inconvenience of meet- 
ing forty or fifty cents. Make the policyholder 
really understand this and he won’t want that 


|: should never be forgotten that the one 


lapse. 

You can make your own application of the 
figures. They differ in various cases, of course, 
but the principle applies, always. 

So few policyholders realize the importance 
that a few cents plays in the purchasing of 
substantial insurance protection, nor how much 
insurance protection they are sacrificing when 
they neglect too long to pay the weekly pre- 
mium. 

See that your policyholders get the right 
viewpoint on what this protection really is. 
That is a real, actual condition which sur- 
rounds them with the strong arm of safety, 
only realized sometimes after it is withdrawn. 

It is like the strength and stability of the 
law. We all live under its protection; we go 
about our affairs without any thought of the 
reality of the presence of that protection—but 
let it once be removed; let the bars of restraint 
be thrown down and anarchy and_ violence 
would establish a condition in which the inno- 
cent would be victims. 

The protection of life insurance is just as 
real a thing. We depend upon it with full con- 
fidence that it will, when the time comes, pro- 
vide food, clothing and shelter to those whom 
we want to protect. 

And it is those very helpless ones—those 
young children at home; the earnest wife who 
has made the home; upon whom the burdens of 
risk come when a policy is lapsed. Again, it 
is the innocent who suffer, through the neglect 
of someone who should have protected them. 


Make it clear to the man or woman who 
thinks that lapsing life insurance is economy 
that it isn’t the policyholder alone who has tg 
pay the bill, but in the end it is those he leayes 
behind. Make this clear and drive it home 
and those few cents or few dollars of arrears, 
as the case may be, will not look so large or 
so formidable—Colontal News. 


Death of H. H. Orr 

Harry H. Orr, vice-president and general 
counsel of the Western Reserve Life Insuranee 
Company, Muncie, Ind., was found dead in his 
room at the Dessler hotel at Columbus, Ohio, 
Friday, March 30. Mr. Orr left Muncie Thurs. 
day noon, March 29, seemingly in the best of 
health. He was one of the founders and lead- 
ing officials of the Western Reserve Life In- 
surance Company. He had become an authority 
in life insurance law. 
Will Speak to New York Life Underwriters 

Lester O. Schriver, assistant superintendent 
of agencies of the Attna Life Insurance Com- 
pany, will address members of the New York 
Life Underwriters Association at their meet- 
ing at the Hotel Astor April 17. 





CAN YOU write Health and Accident 
Insurance? 


Do you want Large immediate earn- 
ings plus liberal renewals on your 
business? 


If so—We want you with us right now 
as a District or General Agent 


Best protection to policyholders, low 
premiums, wide’ coverage, unexcelled 
service to all. 

Write 


Superintendent of Agencies 


INCOME GUARANTY COMPANY 


South Bend, Indiana 
Drawer 422 











unlimited production. 
rights. 





Scranton - Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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